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BYRD HEARINGS: Plenty of politics but a sound objective (See page 47) 
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This Month: 
BANKING FOR BANKERS by William F. Miller 
FINANCING INDUSTRIAL AREA DEVELOPMENT by Glen Christman 
BIG RETURNS FROM SMALL LOANS by Frank P. Powers 
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Clear sailing for your bank, too 


STAND BY TO SET SAIL! And this 
customer’s bank has a fair wind ahead, 


too...in good public relations. 


When your checks are printed on 
Hammermill Safety, the best-known 
name in paper reinforces your bank’s 
good name. Every time a customer 
writes a check, the “ Hammermill” 


if 


name is there to remind him that 
this detail of banking service gets 
your careful consideration, too. 
Reminds him that you’re trying to 
give him the best in banking service. 


What’s more you take an important 
step to preserve your good name. The 
specially sensitized surface of 


LT, 


Hammermill Safety reveals the slight- 
est attempt at alteration. Protects your 
good name as well as your money. 


When you order checks, have them 
printed on Hammermill Safety. Ask 
your bank stationer or check printer 
for samples. Hammermill Safety 
costs no more than other safety papers. 


ERIE, PENNSYLVANIA 
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Banking Orientation 
Sirs: Bankers become teachers and 


teachers become student-bankers in our 
bank’s summer course in banking orien- 
tation. 

The purpose of the program is to give 
teachers of high school commercial sub- 
jects a first-hand knowledge of the actual 








Bank training for teachers 


job requirements of modern day banking. 
With the bank’s home office in Phoenix 
as the campus and Training Director 
Charles M. McCurry as one of the “pro- 
fessors,” the four high school educators 
are enrolled in an intensive five-week, 
on-the-job training course. 

CHARLES W. PINE, Publicity Director, 

Valley National Bank, 

Phoenix, Arizona 


. . > 
Fly-Down Banking 
Stirs: To help celebrate the grand 
opening of the new First National Bank 
of Cedar Lake, Indiana, my partner and 
I flew down in our agency plane and were 
the first customers at the drive-up win- 
dow. The two-day celebration that fol- 
lowed attracted some 2,000 local citizens 
and many neighboring bankers, including 
some from Chicago and Indianapolis. 
In the picture, at right, is William H. 


Burns, the bank’s executive vice-presi- 
dent and cashier. The others are my part- 
ner, Dan W. Swan, and the writer, resi- 
dent vice-presidents of our company for 
Indiana. While you don’t know us, we 
feel we’re almost of the same family; we 
read you from cover to cover waiting in 
bank lobbies. 

HENRY A. HEINLY, Resident Vice-Pres., 

Colorado Insurance Group, 

Clarendon Hills, Illinois 
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Bank Examiner Shortage 


Sirs: We have read “The Mounting 
Shortage of Bank Examiners,” in your 
May issue, with much interest. The prob- 
lem is a serious one and we are grateful 
to you for focusing attention on it. 

May I mention that Author Berman’s 
assertion that most of our Pennsylvania 
examiners have reached or passed re- 
tirement age is misleading. Actually, the 
number of such individuals is in the 
minority. Also, with some immodest 
pride, we lay claim to having entered 
the field of recruiting examiners from 
college campuses some months ahead of 
New York. 

We believe you will be interested in 
reading about our work in the attached 
discussion of our “Examiner Recruiting 
and Training Program.” We are pre- 
pared to furnish copies of this mimeo- 
graph upon request. 

FRANK W. POE, 

Deputy Secretary of Banking, 

Commonwealth of Pennsylvania, 

Harrisburg, Pennsylvania 
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Wow of a Magazine 

Sirs: Thanks for the very generous 
space you gave the story on our bank’s 
window displays under the title “At- 
tracting Customers Via a Sidewalk Mu- 
seum”, by Faye Henle, in your June 
issue. Already the letters have begun 
to pour in from your readers asking for 


First customers at a new Indiana bank’s drive-in window 
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more information about our exhibits. 
You do have a “wow” of a magazine 

and I am properly respectful. 
Dorcas CAMPBELL, Asst. 
East River Savings Bank, 
New York 7, New York 
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Vice-Pres., 


Airport Branches 

Sirs: A letter in a_ recent issue 
from Banco Credito y Ahorra Ponceno 
about international airport banking 
prompts me to mention that The Royal 
Bank of Canada was a pioneer in this 
particular field. 

Since 1941 the Royal Bank has oper- 
ated branches at Montreal Airport, and 
at Gander and Goose Bay in Newfound- 
land, all important international air- 
ports. They not only take care of the 
needs of transients, but offer complete 
banking services for area residents. 

J. C. NELSON, Manager, 

Advertising Department, 

The Royal Bank of Canada, 

Montreal 1, Canada 
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Walls Of Steel—tTall Or Small. The big picture shows the Socony Mobil 
Building at 42nd and Lexington in New York City. It’s the largest metal- 
walled office building in the world, and is completely sheathed with Stainless 
Steel panels. They used Stainless Steel because of its lasting beauty, dura- 
bility, corrosion resistance, and low maintenance. The picture below shows 
an all-steel prefabricated school. The steel skeleton is strong and safe, and 
the porcelain-enameled steel wall panels are colorful and easy to care for. 
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Artificial Heart-Lung Machine. This 
Stainless Steel machine removes blood from 
the body, replenishes it with oxygen, and 
pumps it back into the body—thereby func- 
tioning as heart and lungs. With it, doctors 
can actually stop the heart and repair it, 
since the machine does the heart’s job. The 
device is made completely from Stainless 
Steel because it is the most easily cleaned of 
all metals. Stainless Steel will not corrode, 
and it will not contaminate or alter the 
structure of the blood in any way. 








127 Different Parts! This quiet, reliable 
alarm clock is a mass-production miracle. 
127 different parts work together so that 
you can be sure of getting where you want 
to be on time. Most of the parts are made 
from steel because steel is strong, wear- 
resistant, and easy to fabricate. 
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UNITED STATES STEEL 


American Bridge . .. American Steel & Wire and Cyclone Fence . . . Columbia-Geneva Steel 
Consolidated Western Steel... Gerrard Steel Strapping... National Tube... Oil Well Supply 
Tennessee Coal & Iron . . . United States Steel Homes . . . United States Steel Products 
United States Steel Supply . . . Divisions of United States Steel Corporation, Pittsburgh 
Union Supply Company - United States Steel Export Company - Universal Atlas Cement Company 








Watch the United States Steel Hour on TV every other Wednesday (10 p.m. Eastern time). 


Burroughs Clearing House 
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Role of Trade Credit 
in Tight Money Era 


Trade credit as a factor in the ration- 
ing of tight money is discussed at length 
in the June issue of the Monthly Review 
of the Federal Reserve Bank of Kansas 
City, Missouri. The Review defines trade 
credit briefly as the condition existing 
when a business unit, finding it impossi- 
ble to obtain additional credit through 
its usual sources, may supplement its 
capital by paying its bills less readily 
and by collecting from its customers 
more promptly than before. 

The article begins by pointing out that 
most analyses of the effects of credit 
rationing have been focused largely on 
the rise of interest rates, the rationing 
action of lenders, including banks and 
other financial intermediaries, and the 
comparative accessibility of the capital 
markets to various types of borrowers. 

Pertinent questions, answers. How- 
ever, an interjection of trade credit into 
the discussion of the process of credit 
rationing, the article continues, raises 
a number of questions, notably these: 
1. Is the volume of credit extended 
through this medium sufficiently large 
to be important in the allocation of avail- 
able credit? 2. What are the broad 
groups which extend and receive credit 
in this form, and what is their relative 
importance? 3. Is trade credit sufficiently 
flexible to be a significant factor adding 
to the credit of some businesses during 
a period of credit restrictiveness? 4. Do 
small firms gain or lose capital through 
trade credit? 

The first three of these questions are 
answered in part by the chart that ac- 
companies the Review article, and which 
is reproduced in part on this page. It is 
evident, the Review notes, that the 
growth of trade credit in the business ex- 
pansion extending from the third quar- 
ter of 1954 to the third quarter of 1956 
was substantial. It exceeded the rise in 
1952-538, which was also a period of 
strong business expansion. Payables 
showed no perceptible increase in the 
earlier period but rose materially in the 
1954-56 period. Yet, the rise in receiv- 
ables exceeded the growth of payables so 
that the difference—net credit extended 
io others—increased from $11,799 million 
to $15,639 million. The difference of $3,- 
840 million, representing the increase in 
net credit extended, was distinctly 
ereater than the increase of $2,776 mil- 
lion which occurred in the bank debts of 
manufacturing corporations. 

“Thus,” concludes the Review, “while 
‘here is no reason to doubt that most of 
these corporate firms had access to bank 
credit, it is equally evident that other 
firms benefited through improvement in 
tie ability of manufacturers to carry 
‘.rger volumes of receivables.” 

Trade credit sizable. Concerning the 
(uestion as to whether small firms gain 
‘vr lose capital through trade credit, the 
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An important capital source 


article says that when trade receivables 
are compared with trade payables alone, 
only firms having less than $250,000 of 
assets are found to have payables in ex- 
cess of receivables. Moreover, during the 
2-year interval, these corporations 
showed comparatively little increase in 
receivables or bank debt but a substantial 


gain in trade payables, and firms with less , 


than $5 million of assets reported a gain 
in payables that was equal to 88 per cent 
of the rise in notes and accounts re- 
ceivable. 

“In summary,” the Review says, “the 
available evidence on trade credit in 
relation to size of corporation supports 
the view that small businesses gain an 
important amount of capital through 
trade relationships. If it is true that 
large manufacturing firms have com- 
paratively little difficulty in obtaining 
bank credit, it is also evident that the 
amount they obtained in 1954-56 was in- 
sufficient to cover the expansion in trade 
credit.” 
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Dividend Boost Idea 
Meets Mixed Reaction 


Banker reaction on a nationwide basis 
as collected through correspondent 
sources of this magazine is mainly 
favorable to the Chicago speech of H. 
Earl Cook, chairman of the Federal De- 
posit Insurance Corporation, in which 
he urged banks to pay larger dividends, 
thereby raising the investment rating 
and prices of bank stocks, and then seize 
the opportunity to increase capital funds 
by sales of new shares. 

There are three areas of actual or 
potential opposition, represented by a 
minority of bankers whose opinions have 
been registered. They comprise the com- 
mercial bankers, large and small, who 
have had a settled policy of withholding 
earnings to the greatest degree possible; 
the banks which don’t want to sell new 
shares at a cost of, say, 5 per cent when 


that rate is the average at which they 
can employ funds; and finally, the “fam- 
ily owned” banks, particularly in the 
West, where the families in control don’t 
have the new money to put up and don’t 
want to let in “outsiders.” 

Many considerations. Mr. Cook last 
month told a correspondent of this mag- 
azine that several weeks or months may 
have to pass before he can appraise ade- 
quately bank reaction to his proposals. 
While he is not going to follow up his 
suggestions with further action, it is 
probable that he will return to the sub- 
ject at a later date. He makes it clear 
that while there is no intention of press- 
ing the issue or of setting arbitrary 
capital-to-assets ratios as targets, he 
firmly believes that banks should pay 
going rates for money, even in a tight 
market and that a lot more considera- 
tions than financial security are wrapped 
up in the matter of adequate capital. 

For example, Mr. Cook believes that 
the wider its stock is distributed among 
the general public, the more new business 
a bank will obtain and the greater will 
be its appeal to younger men and women 
who, convinced that a bank has future 
growth possibilities, will seek employ- 
ment with it. 

He feels that shortages of man- and 
woman-power in banks, a pressing mat- 
ter directly related to the always current 
problem of proper management succes- 
sion, definitely would be helped when a 
bank outgrows its capital dependency 
upon one family or a small group of 
founding fathers. He also feels that 
there is no merit in waiting until money 
is cheap and yields on investments are 
low, to raise new capital. Since new 
capital increases a bank’s lending capac- 
ity, employment of new capital is most 
profitable at times when there is the 
maximum demand for loans. 

Capital ratio. The feeling among the 
top officers of the FDIC is that the 
nation’s insured commercial banks today 
would be much better off on all counts 
if they had a ratio of 8 per cent capital 
funds to total assets. At the end of 1956 
this ratio was 7.4 per cent and for years 
the average has not moved widely above 
or below the 7 per cent figure. To increase 
today the ratio to 8 per cent would re- 
quire something over $1 billion of new 
capital for all commercial banks, which 
would be a large sum to superimpose 
upon a capital issues market already 
staggering under the demands of virtu- 
ally all segments of other industries. 
However, only a few hundred millions of 
that $1 billion are on what might be 
called the “urgent list,” involving banks 
where the ratio of capital funds to total 
assets has fallen to around 5 per cent. 

State supervisors. One of the incidental 
effects of Mr. Cook’s recent Chicago 
address on bank capital has been to draw 
some applause from State banking super- 
intendents who for a long time have had 
to cope with the problem of inadequate 
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capital for some of the banks under their 
jurisdiction. To the FDIC such reactions 
are more than pleasing since it tries to 
avoid any semblance of intervening in 
State jurisdictions except where the mat- 
ter of security of its deposit insurance 
risks is involved. To the FDIC, super- 
vision activities still are on an individual 
bank basis and it tries to avoid making 
arbitrary regulations which could be in- 
terpreted as an attempt by a Federal 
agency to dominate State banking. 
Banker viewpoint. The president of one 
big New York bank, the Chemical Corn 
Exchange, recently took notice indirectly 
of Mr. Cook’s proposals on bank capital 
in-a speech in which he referred to banks 
as a growth industry in which sharehold- 


ers might reap substantial gains. Isaac 
B. Grainger, the Chemical Corn Ex- 
change president, tended to straddle 
somewhat the issue of whether divider’s 
should be increased to facilitate raising 
more capital. 

First acknowledging that bank stocks 
are selling much lower in relation to 
earnings per share than are industrials 
or utilities, and that banks recently have 
been paying out about 53 per cent of 
earnings against 63 per cent for indus- 
trials and 72 per cent for utilities, Mr. 
Grainger maintained that the greater 
plough-back of bank earning’s is a factor 
that should warrant interest on the part 
of many investors. He agreed that there 
are many who prefer a higher percentage 
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‘Trends and outlook for 


at mid-year 1957 


Not in 20 years has the in- 
vestor been able to obtain as 
much take-home yield as is 


bonds offer widely recognized 
qualities of safety and marketability. 


Our Mid-Year Survey of the Tax-Exempt Bond Market 
discusses the changes and the opportunities in today’s mar- 


ket and helps you to relate them to your own investment 
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ISAAC B. GRAINGER 





Weighs dividend boost idea 


pay-out, but stated that high cash divi- 
dend distributions are somewhat illogical 
under present tax laws. He also pointed 
out that some outstanding companies 
in other lines of business had been mea- 
ger dividend payers while at the same 


time raising large amounts of new 
capital. 
In summary, Mr. Grainger said “he 


did not presume to know” whether the 
Cook theory was the right key to unlock 
the door to additional capital funds for 
banks. He added that the circumstances 
differ with each banking institution, but 
noted that due to higher earnings there 
is sufficient flexibility to enable banks 
to follow what seems to be the best course 
in each particular instance. 

Survey report. In a Wall Street Jour- 
nal survey of banker reactions, questions 
were raised as to equity dilution and to 
lack of assurance that higher yields 
would effectively enhance the demand 
for bank stocks. One banker commented 
that the benefits would largely depend 
upon the size of the institution involved; 
he believed that the big banks with wide 
distribution of their stock would find 
that higher dividends had a marked 
effect, whereas small and medium sized 
banks would not gain much more follow- 
ing if they increased their pay-outs. 
Other banks cited the increased interest 
on savings deposits as tending to post- 
pone larger shareholder payments. 
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Unusual Operation of 
a “Little World Bank*° 


Some novel innovations in banking are 
building a profitable international busi- 
ness for what is sometimes referred to 
as the “little world bank’’—the privately 
owned International Bank of Washing- 
ton, D.C. This institution carries on its 
business just a few blocks from its 
gigantic neighbor, the International 
Bank for Reconstruction and Develop- 
ment. Because of similarity of names the 
two institutions frequently get their mail 
mixed up. This minor annoyance seenis 
to worry neither. 

On the domestic front the International 
Bank of Washington is developing as 4 
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major maker of personal loans to Gov- 
ernment officials and to officers in the 
armed services. 

On the foreign front the “little world 
bank” has investments in subsidiaries 
which also do things not ordinarily asso- 
ciated with routine banking. One of these 
affiliates is the International Trust Com- 
pany of Liberia. The Liberian bank has 
as one of its main functions acting as 
Liberian Maritime Administrator in the 
registration of ships under the laws and 
flag of that Republic. More than 2 mil- 
lion tons of shipping were so registered 
during 1956, paying fees based upon 
their tonnage. The International Trust 
Company also does a banking business— 
for customers outside of Liberia—acts 
as corporation representative in pro- 
viding services similar to those offered 


| by corporate trust departments in the 


United States, is correspondent for large 
American banks such as the Chase Man- 


| hattan Bank and acts as underwriting 


agent for big American insurance com- 
panies. 

Broad charters. The International 
Bank of Washington can do unusual 
things because it has an unusual charter 
granted by Arizona in 1920. Since it does 
a banking and investment business with- 
out accepting trust business or deposits, 
it is subject to no banking supervisory 
regulations. Its Liberian trust company 
also has a broad charter which allows it 
to do virtually anything in the world 
except compete with domestic banks in 
Liberia. 

Clothed with these broad charter 
powers and now enjoying both a good 


| management and access to as much cap- 
| ital as it can employ, the International 





Bank of Washington is now out to carve 
itself a special niche by doing what other 
bank and loan company competitors 
either cannot do lawfully or don’t want 
to do. 

Lending to U.S. Government officers 
who may be stationed anywhere in the 
world, or to military men who similarly 
rove frequently and widely, has never 
been too popular with most commercial 
banks and loan companies. This is for the 


; reason that their frequent changes of 


venue, often to foreign countries, pose 
problems should loans become delinquent. 
These public servants are not only hard 
to catch but the pursuit is too expensive 


| to make chasing them worthwhile. An- 
| other difficulty is that the pay of such 





officials can’t be garnisheed. 

Payment plan. The “little world bank” 
solves these problems by taking allot- 
ments of pay with which to meet loan 
instalments when due, so that, in effect, 
Government disbursing officers pay off 
the bank’s loans. What actually happens 
is that borrowers subscribe to a savings 
certificate, called “time instalment cer- 
tificate,” agreeing to make periodic pay- 
ments by pay allotments. The bank then 
accepts the certificate as collateral for 
the personal loans. It also sells certifi- 
cates of varying maturities and at vary- 
ing rates to customers who want interest 
rates up to 5 per cent on savings. 

Like finance companies the Interna- 
tional Bank borrows funds to lend from 
commercial banks, but it is now publicly 
offering $1 million of certificates which 





International 
occupies upper floor of this building 


Bank of Washington 


Carving a special niche 


have recently been registered with the 
Securities and Exchange Commission. 
There is a big leverage on this borrowed 
capital, since the personal loans are 
made at a discount of 8 per cent. That 
is more than is charged by most com- 
mercial banks but less than is exacted by 
most finance companies. The bank finds 
that most of its bureaucrat and military 
customers are responsible debt payers 
and do not conceal the pay allotments— 
something they could do. It feels happy 
when the loan delinquency ratio does not 
go above 2 per cent; the loss rate 
actually is much lower. In the past year 
only 12 out of some 6,000 accounts be- 
came charge offs. Gross loan volume has 
been built up to around $4 million and 
net loans are currently around $1.8 mil- 
lion. 

Loans are made to non-commissioned 
officers in the top two grades who usually 
are career men, to commissioned officers 
and to higher ranking people in Govern- 
ment departments. Loans average around 
$500. 

Present management. International 
Bank of Washington was almost dormant 
for many of the years of its corporate 
existence and has seen successive changes 
in management and stockholder groups. 
Some years ago a group of industrialists 
bought control and began the develop- 
ment of the unique business that is now 
beginning to fruit. At the present time 
management represented on the directo- 
rate controls some 40 per cent of the 
$924,725 capital stock (capital structure 
also includes $579,192 of surplus and 
$500,000 of convertible subordinated 
debentures). 

The two major stockholders are Major 
General George Olmsted, chairman and 
president, and Johnston, Lemon & Co., 
Washington brokerage firm. Gen. Olm- 
sted was once an insurance agent in the 
Middle West who became an important 
insurance figure and later vice-chairman 
of the Equity Corporation. He had a 
distinguished military record in between 
his corporate administrative activities. 
Gen. Olmsted made many wise invest- 
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ments in securities in the 1930’s when, 
by today’s standards, they sold for a 
song. The Johnston, Lemon & Company 
partners have been investors in the bank 
for many years. 

Reorganization program. The “little 
world bank” is now undergoing a re- 
organization through the formation of 
new subsidiaries and liquidation of older 
ones. Eventually the domestic business, 
done through the International Bank of 
Washington, will comprise mainly the 
personal finance business previously de- 
scribed and financed largely by sale of 
time certificates rather than new issues 
of capital stock. The bank owns the stock 
of the International Bank of Washing- 
ton, S. A., of Panama, formed in 1952 
and used as a holding company for 
foreign investments. These include the 
International Trust Company of Liberia 
and Liberian Services, S. A., of Zurich, 
Switzerland, which provides liaison and 
representative functions. 

Older subsidiaries liquidated or being 
liquidated are International of Washing- 
ton, Inc., of New York, which formerly 
did some Latin American auto dealer 
financing, particularly in Colombia, and 
International Bank of Washington, S. A. 
of Paris, France, which a former man- 
agement set up to do some automobile 
financing that never materialized. 

In addition to its Washington head- 
quarters International Bank of Washing- 
ton and its affiliates have offices in 
Bangkok, Taipeh, Zurich, Ciudad Trujillo 
and Monrovia. As warranted, the man- 
agement says, additional offices will be 
established. 

Big earnings gain. The “little world 
bank” earnings in 1956 increased spec- 
tacularly with the introduction of the 
“Officers Finance Plan” as it is called. 
Combined net earnings for 1956 were 
$358,281, equal to $1.94 a share, against 
$91,107 or 62 cents a share in 1955 and 
a further rise is predicted for this year. 


Heads “little world bank’’ 


GENERAL GEORGE OLMSTED 
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The bank’s shares, which in the years of 
dormancy kicked around at prices as lit- 
tle as a dollar or two each, recently were 
quoted over the counter at around $12. 
The consolidated condition statement of 
the bank and its subsidiaries showed 
assets Dec. 31, 1956, at $5,494,865, com- 
pared with $3,184,408 at the end of 1955 
and more than double the $2,044,852 re- 
ported at the end of 1954. 
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Smaller Bank Engages 
Financial Counsellor 


A staff position and a customer service 
that generally exist only in the larger 
banks of major cities were inaugurated 
last month by The Beloit (Wisconsin) 
State Bank. The Bank named a former 
college economics professor, C. Hayden 
Jamison, to serve as bank economist and 
financial counsellor for all the bank’s 
customers. He will also function as di- 
rector of public relations. 

Arthur B. Adams, president of Beloit 
State, in commenting on the _ bank’s 
action said, “The efforts of the bank 
are aimed towards improving the finances 
of our customers, thereby strengthening 
the sector of the economy we serve. Con- 
sequently, we feel the creation of the 
new post in our bank is a far-sighted 
step towards achieving those objectives.” 
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Protits and Losses from 
Corporate Cash Handling 


An insight into the cash handling pro- 
cedures of a large corporation was pro- 
vided recently by John Shaw, assistant 
treasurer of Gulf Oil Corporation, Pitts- 
burgh. 

Last year the treasury department of 
this petroleum giant recorded cash re- 
ceipts and disbursements 
billion, an average of $24 million each 
business day. Most of its minimum of 
$80 million in “working cash” is main- 
tained in approximately 1,300 separate 
bank accounts in 1,050 U.S. banks. 

Experience with banks. In discussing 
the controlling of non-manufacturing 
costs at an American Management Asso- 
ciation conference, Mr. Shaw cited steps 
taken to tighten up on cash advances to 
field offices, and to time corporate dis- 
bursements most advantageously. He 
also touched on Gulf’s experience with 
banks as to balance requirements and 
service charges, and outlined factors 
taken into consideration in selecting a 
bank for a new account. 

“We find certain of our banks offering 
lock box plans, freight payment plans 
or automatic account reconciliation serv- 
ice, whereas other banks shy away from 
these services,” Mr. Shaw noted. “Gulf 
has found use for all three of them but 
in a limited way only. I don’t believe we 
would be inclined to change our bank 
affiliation to take advantage of the 
services because there is not that much 
at stake. However, they have appeal and 
where we have been able to fit them into 
our program we have done so and in 
each instance experienced an improved 
operation and a reduction in cost as well.” 
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Eight pretty girl guides begin day with instructions 
on how to show visitors world’s greatest trading mart 


New York Stock Exchange trains 
girl guides to help visitors 


Investing surplus cash. In another 
major phase of his talk, Mr. Shaw gave 
his views on how to invest temporary 
surplus cash, stressing its importance 
in view of current high yields. Besides 
Treasury Bills, he covered profitable out- 
lets for the alert corporate short-term 
investor such as Federal Intermediate 
Credit Bank Debentures and other U.S. 
Government Agency securities, finance 
company notes, Public Housing Author- 
ity tax-exempts, railroad equipment trust 
certificates, commercial paper, etc. 

In emphasizing the subject, Mr. Shaw 
pointed out that idle surplus cash now 
costs a business firm an estimated $83 
a day per million, instead of only $21 
per day in 1946. 
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Financial Mart is 
Visitor Mecea 

The New York Stock Exchange ranks 
with the Statue of Liberty and the 
United Nations as one of New York’s 
most popular attractions. The flow of 
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HOW AN ORDER IS EXECUTED 
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Girls receive 16 weeks’ training. 
reviews the operation of odd-lot trading 








Visitors learn from guide and mural 
what happens when stock is purchased 


visitors exceeds a quarter of a million 
a year. 

Recently the Exchange opened a $1,- 
000,000 exhibit hall and visitors’ gallery. 
Twelve animated displays by large indus- 
trial firms explain graphically some of 
the amazing developments in store for 
the future. These include a farm under 
the sea, a man-made earth satellite, and 











Here an instructor 





Guide explains how tape quotations 


are sent to all parts of the world 


a replica of an atomic power plant. 
Adding to the appeal of a visit to the 
equity mart are the young, attractive 
and well-trained girl guides whose duty 
it is to show people through the Ex- 
change and to explain how it operates. 
These girls are hand-picked for their 
personality, friendliness, talent for lan- 
guages, etc. In preparation for their 
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Chart correlates stock prices and 
dividends with the cost of living 





Telephone company exhibit shows how 
phones aid stock market operations. 


Exchange exhibits are popular 


jobs, they are required to spend 16 weeks 
at the New York Institute of Finance, 
learning about stock market intricacies. 
When they complete the course they are 
well-qualified to cover trading operations 
and to answer visitors’ questions. 

Accompanying views show them en- 
gaged in some typical phases of their 
daily duties. 
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Export Financing 
Experiment Changes 

The American Overseas Finance Cor- 
poraton, formed in 1955 as a pioneering 
enterprise by five large United States 
banks to extend medium term credit to 
foreign buyers of American goods, has 
found not only justification for its serv- 
ices but a need to engage in a wider 
field with more capital. 

To accomplish this purpose the five 
original big banks are retiring from 
ownership of the corporation. Its assets 
are being purchased by a new group 
headed by the International Basic Econ- 
omy Corporation, whose president is 
Nelson A. Rockefeller, and 
Financial Corporation, a finance com- 
pany headed by Arthur O. Dietz. These 
organizations will provide the 
portion of what new capital is required 
or desirable. 

Associated with the two leaders of 
the new group are the Transoceanic De- 


velopment Corporation, General Tire & | 


tubber Company, and Western Pocahon- 
tas Company, the latter a Chesapeake & 
Ohio Railway subsidiary. 
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Broad action planned. Three of the 
former bank owners of AOFC have 
agreed to extend to the successor enter- 
prise substantial credits. The wider field 
aimed at by the successor enterprise will 
be the financing of exports on a more 
comprehensive basis so as to go beyond 
capital goods financing and to include a 
variety of foreign lending operations. 

The original proprietors of the AOFC 
were the Chase Manhattan Bank, Chemi- 
cal Corn Exchange Bank, both of New 
York; the First National Bank of Bos- 
ton, Mellon National Bank & Trust Com- 
pany, Pittsburgh, and the National Bank 
of Detroit. 

Capital set-up. Under the reorgani- 
zation plan a new Edge Act corporation 





to be known as American Overseas Fi- 
nance Company will be set up under 


Federal Reserve Board authorization 
with $7 million of capital. It will buy 
the assets of the former AOFC by issu- 
ing some $10 million of five-year serial 
notes, and also assume the former com- 
pany’s outstanding liabilities. 

The investing company, it is also 
planned, will make equity and other 
profit-participating investments in ven- 
tures abroad, thereby contributing to 
economic development in foreign areas 
and providing junior capital for many 
enterprises which in the past have run 
up against the obstacle of finding senior 
capital available but not obtainable with- 
out investment of equity money. 











If you are thinking of establishing a business 
in Canada you will find it advantageous to con- 
sult Imperial Bank of Canada. With branches 
coast to coast, Imperial Bank can readily supply 
you with up-to-the-minute 
trends, developments and business opportu- 
nities. For such information, write Imperial 
Bank of Canada, Head Office, Toronto, Canada. 


IMPERIAL 


BANK OF CANADA 


BRANCHES COAST TO COAST IN CANADA, AND 
CORRESPONDENTS THROUGHOUT THE WORLD 
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Directors of the suc- 


The directorate. 
cessor AOFC are expected to include Mr. 


Rockefeller, Mr. Dietz, Winthrop W. 
Aldrich, former chairman of the Chase 
Manhattan and former American Am- 
bassador to the Court of St. James, J. 
Richardson Dilworth, partner of Kuhn, 
Loeb & Co. and director of Transoceanic 
Development Corp., Perey L. Douglas, 
executive vice-president of Otis Elevator 
Co and a director of the IBEC and of the 
New York Trust Company, Henry Ittle- 
son Jr., chairman of the C. I. T. Finan- 
cial Corporation executive committee, 
Robert W. Purcell, director of IBEC and 
of Investors Diversified Services, Inc. 
of Minneapolis, and N. A. Bogdan, presi- 
dent of the old AOFC and a director 
since its establishment. He will continue 
in those posts with the successor corpo- 
ration. 
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Tornado Victims Get 
Financing Break 

If an encyclopedia of American good 
deeds in times of disaster were compiled, 
it would be a well-filled tome indeed. A 
cheering addition to such a book might 
well be found in the recent action of 
The Bowery Savings Bank, New York 
City, that afforded financial assistance 
to some 118 home-owner victims of a 
tornado in a Kansas City, Missouri, 
suburb. 

The Bowery holds 


guaranteed YV.A. 








mortgages on 448 homes, totaling $5.5 
million, in Ruskin Heights, 12 miles 
south of Kansas City. All the homes 
are fully insured against tornado dam- 
age. After the twister wiped out 69 of 
the homes and severely damaged 49 
others, the Bowery trustees decided to 
cooperate in the restoration program by 
declining to take the insurance payments 
to satisfy the mortgages on the razed 
and damaged houses. 

As a result of the Bowery’s action, vet- 
erans who owned the 69 demolished 
homes will each save an estimated $1,200, 
while substantial savings will also be 
realized by most of the 49 other home 
owners, none of whom will need to 
re-mortgage at the current interest rate 
which is higher than that charged in 
1952-54. They will also not incur new 
closing fees. And, besides continuing 
the lower interest rate for the full 30- 
year amortization period, the Bowery 
volunteered to defer amortization pay- 
ments of approximately $20 a month for 
one year. 
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British Banker Condemns 
Long-Term Loans 

Ever since about 1950 there has been 
strong pressure on the British commer- 
cial banks to furnish long-term loans for 
financing capital goods exports. Several 
merchant bankers have supported this 
agitation, which up to now has been re- 





Royal Bank Changes 


John Scholes 





Norman C. Allingham 


Appointment of John Scholes as Chicago Correspondent is an- 
nounced by The Royal Bank of Canada. He replaces Norman C. All- 
ingham. Mr. Scholes has had extensive banking experience in 
Western Canada, in Toronto and in Montreal where he was As- 
sistant Manager of the bank’s main branch. He has been associated 
with Mr. Allingham in Chicago since 1955. Mr. Allingham has 
served the bank since 1911 in Canada, Central and South America 
and in New York, where he was Assistant Agent from 1930 to 1945. 
He has been the Royal Bank’s Chicago Correspondent since 1945. 
For the time being he will be attached to the bank’s New York 
Agency and will gradually relinquish his responsibilities pending 


retirement. 
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sisted by the big commercial banks, who 
insist that their constant liquidity is far 
more important than any help they could 
give to exports by tying up their funds 
for long periods. 

Those who are against long-term lend- 
ing by commercial banks have now re- 
ceived powerful support from Thomas M. 
Bland, a director of Barclays Bank, Ltd., 
in his presidential address to the Insti- 
tute of Bankers in London. 

Mr. Bland cited the present credit 
squeeze in British bank policy as a proof 
of its soundness 
and said that had 
heavier pressure 
been brought to 
bear on borrow- 
ers it would have 
brought financial] 
disaster to many. 
“So it seems that 
today, when the 
merit of flexibil- 
ity in bank lend- 
ing has just been 
so vividly illus- 
trated, a pretty 
strong case needs 
to be advanced before we could feel it 
right to abandon our banking principles 
and employ much of our depositors’ 
money in long-term loans,” he said. 

Importance of savings. The whole 
theme underrunning Mr. Bland’s address 
was that the creation of bank credit was 
no substitute for genuine saving. Re- 
ferring to the widespread popular belief 
that the banks can create wealth he said, 
“They can of course in one way or an- 
other divert savings from one type of 
capital investment to another, but to my 
mind the belief that by providing more 
finance for industry, whatever form such 
finance might take, the banks could in- 
crease the total physical volume of new 
industrial capital is based on a fallacy 
which derives from a failure to distin- 
guish between money and wealth; be- 
tween money, which in a sense the banks, 
collectively, by inflating their balance 
sheets, can create, and wealth, which as- 
suredly they cannot.” 

Mr. Bland said that there were certain 
national occasions when the banks might 
waive their rules against long-term fin- 
ance, and cited the recent oil tanker 
financing by some of the banks for pe- 
riods up to eight years as a case in point, 
but he added, “I can never bring myself 
to regard a loan for eight years as good 
banking.” 


T. M. BLAND 
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Bank Loan. Outlook 
In Future Economie Growth 
In discussing the future availability 
credit for economic growth, 
Dr. Roy L. Reierson, vice-president and 
economist of Bankers Trust Company, 
New York City, recently declared that 
the real problem is not a shortage of 
bank reserves, but one of keeping the 


vast expansive potential of our monetary 


base under control. Dr. Reierson was 
speaking to a Harvard Business School 
alumni group in Boston. 

“Unless cost and price inflation can be 
restrained more successfully in the fu- 
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ture than has been the case in the recent 
economic upsurge,” he said, “business 
is almost certain to require further large 
additions to permanent working capital, 
while new savings are likely to fall short 
of demands for funds, at least in years 
of economic expansion.” 

Decisive factors. Dr. Reierson then 
went on to say that should long-term 
growth in business demands for bank 
loans be augmented by persistent in- 
flationary pressures, these demands in 
the years ahead might advance, on the 
average, by amounts fully as large as the 
approximately $6 billion annual increase 
in business loans in the boom years 1955 
and 1956. “This,” he added, “suggests 
that the availability of bank credit on the 
one hand, and the course of inflation on 
the other, will be of decisive importance 
to the problems of business financing.” 

Reserve requirements, despite cutbacks 
in 1953 and 1954, Dr. Reierson continued, 
“are still about two thirds above the 
statutory minimum. Moreover, he said, 
member banks in the United States and 
especially in the larger cities, must now 
keep a considerably greater percentage 
of reserves against deposits than is 
either customary or required in Canada, 
Britain and other important countries. 
“Thus, further reductions in reserve re- 
quirements in the United States appear 
feasible over the years to meet the secu- 
lar rise in credit needs without jeopardy 
to the health of the banking system or 
the soundness of the credit structure,” 
he asserted. 
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Economic “*View point’ 

Augmenting the already impressive 
list of economic bulletins being issued 
by banks is the new monthly Viewpoint 
launched last month by American Trust 
Company, New York City. Its prepara- 
tion is in professional hands, for the edi- 
tor is Vice-President H. Eugene Dick- 
huth, experienced financial writer who 
was formerly banking editor of the New 
York Herald Tribune. 

Without going into exhaustive detail, 
Viewpoint covers salient trends in the 








American Trust Company 


70 Wall Street, New York 5, N. Y. 

Direct foreign investments in Mexico are rising at a 
rapid rate. They now exceed $1 billion (U.S.). Last year’s 
increase was $89 million, or 15 per cent more than in 1955. 
The bulk of such funds came from the United States. 
Reinvestments of profits by foreign firms totalled about 
$20 million. 

This phase of the economy of the United Mexican 
States reflects one measure of the confidence which is 
being placed in that country. Others besides the U.S. are 
showing considerable interest. 

Following a French economic mission which repre- 
sented large blocs of investment money, an Italian indus- 
trial fair was held recently at Mexico City. It sold about 
$9 million worth of goods in three wecks. 

Then, came a group of 50 prominent Canadian busi- 
ness men and industrialists who, according to their own 
statements, were anxious to “intensify commercial inter- 
change with the countries of Latin America, among which 
Mexico occupies a place of first importance for Canada” 

_ The mother country of the British Commonwealth, the 
United Kingdom, firmly convinced of the future of the 
Mexican market, then opened a permanent exposition of 
en industrial products in the {turbi Palace in Mexi- 
co City. 








MEXICO PROSPERS 
H. Eugene Dickhuth 











Scans domestic, foreign trends 
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Panel of editors discuss business planning problems before audience of 1,300 


First National of St. Louis stages meeting for area businessmen. 


domestic economy and also emphasizes 


foreign developments, since American 
Trust is notably active in financing 


world trade. 

The primary feature of the first issue 
was a first-hand report on Mexico’s 
growing prosperity and _ stability, the 
article being based on a personal survey 
made by Editor Dickhuth and Vice-Pres- 
ident Jay Mare Schwamm. 

Viewpoint is being distributed to dip- 
lomats, legislators, export-import houses, 
publications, and private individuals, in 
addition to financial institutions. 
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Bank Contribution to 
Business Planning 


More than 1,300 business leaders in 
the area were guests last month of the 
First National Bank in St. Louis (Mis- 
souri) at a panel meeting conducted by 
eight editors and executives of the Mc- 
Graw Hill Company. “Tomorrow’s Chal- 
lenge to Business Planning” was the 
theme of the discussions. 

William A. McDonnell, chairman of 
the First National, presided at the meet- 
ing, and Ralph B. Smith, McGraw Hill 
vice-president and _ editorial director, 
acted as moderator. 

One of the speakers on the panel, Dex- 
ter M. Keezer, vice-president and eco- 
nomics director of McGraw Hill, told the 
group: “In their efforts to realize growth 
potentials of today, many large com- 
panies are planning their programs of 
capital equipment on a long-term basis, 
instead of following the _ traditional 
course of letting them be shaped by the 
short-term fluctuations of sales.” 
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World Bank Trends 


The International Bank for Recon- 
struction and Development in a 1956-57 
annual report to be issued by this 
month (July) probably will show loans 
made aggregating $400 million, approx- 
imately the average of the past two 
fiscal years ended June 30. This figure 
is subject to upward revision through 
two or three loans which were pending 


as this issue of Burroughs Clearing 
House went to press. 

A minor expansion in loans for the 
fiscal period ended June 30 would push 
the total to around the $410 million 
record of 1954-55. Even if this does not 
happen the chances of a 1957-58 loan 
expansion to a new record will be good, 
according to J. Burke Knapp, vice pres- 
ident and one of the chief lending officers. 

For the forthcoming fiscal year be- 
ginning July 1 it is probable that empha- 
sis, so far as geographical areas are 
concerned, will be again on Asia, notably 
India, Pakistan and possibly Japan, with 
further large loans for development in 
Italy—to which $150 million has been 
lent in two years—and with probable in- 
creased loan volume to certain areas of 
Latin America. 

Record profits. The expansion of the 
bank’s loans and the rise in its earned 
profits to what is certain to be a new 
high record for the fiscal year just ended 
will raise again the question of possible 
new pressure upon the bank’s manage- 
ment to pay a dividend or to reduce the 
present 1 per cent charge upon borrowers 
to augment the bank’s reserve for pos- 
sible future loan losses. Eugene R. 
Black, president of the bank, reiterates 
his opposition to any change in the loan 
surcharge or to anything which would 
reduce the amount by which the bank 
is adding to this loan reserve. He is by 
no means pessimistic on anything—the 
bank has not suffered a single default 
yet—but he is convinced that the reserve, 
now $226 million, is not big enough. 

He admits he doesn’t know how much 
is “enough.” Whatever recommendations 
he may make on this subject at the 
bank’s next annual meeting in Septem- 
ber probably will be assured of majority 
member nation support. 

Many areas of need. The World Bank’s 
vice-president, Mr. Knapp, says that 
Africa, for the most part a huge unde- 
veloped section of the world, which re- 
ceived no loans from the bank in the 
year just closed, is “bubbling over” with 
projects, many of which come within the 
scope of the bank’s lending. India is still 
a fertile field, particularly for further 
lending for steel production expansion, 
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and the bank’s official staff feels that the 
nation’s private business will continue to 
coexist with State-owned production for 
many years to come. 

Debt leeway. The International Bank 
recently has been making an exhaustive 
survey of the increase in the debt service 
requirements (external) of 36 borrower 
or guarantor nations out of its 44 mem- 
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bers to see whether this increase has 
been out of proportion to economic 
growth statistics by which such debt 
service expansion can be justified. The 
report, which may not be made public, 
finds that in the years since 1947 external 
debt service requirements have increased 
nearly three times but that rises in 
national income, national savings and 
exports have almost balanced in prop- 
portion the higher debt service charges. 
Economists of the bank conclude that if 
such economic internal growth continues 
a further rise in debt would not be “un- 
reasonable.” 
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Two Schools of Thought 
on Inflation 


Persistent rises in the general level 
of consumer prices continue to headline 
the business news, and have stimulated 
much speculation as to the cause or 
causes of the inflationary trend. The 
Federal Reserve Bank of Philadelphia 
notes that some analysts, the “cost- 
pushers,” contend that wages are rising 
faster than productive efficiency, forcing 
prices up, while there are others, the 
“demand-pullers,” who maintain there is 
too much money chasing too few goods. 

Several variations. There are many 
variants among these basic schools of 
thought. One concept, for example, is 
that cost-push comes from a “derived” 
wage rise. The idea is that wages of pro- 
ductive workers rise as a result of col- 
lective bargaining procedures. To a 
large extent, if not completely, these 
hikes are offset by the introduction of 


| new machinery which sharpens produc- 
| tive efficiency. 


Since there is a general wage pattern, 
this group adds, the rises granted pro- 
duction workers set in motion forces to 
push up wages of workers in the service 
trades. Garage mechanics, television set 
repairmen, bus drivers, bartenders, bar- 
bers, and others all must have their in- 
comes adjusted to maintain some kind 
of relationship with industrial workers. 
But in these service industries it is fre- 
quently impossible to improve produc- 


tivity, so the prices of services rise and 


push up the general level of consumer 
prices. 

Demand-pullers, on the other hand, 
feel that parts of our economy want to 
borrow more than we are willing to save, 
forcing the creation of credit. Since the 
central bank has been unwilling to create 
all of the funds demanded, the economy 
has ways to use the existing money sup- 
ply more efficiently. And through a large 
increase in the turnover of money, veloc- 
ity of circulation, the business system 
has generated its own new credit and 
tended to negate some of the central 
bank’s restrictive actions. 

Mass-production a key. One faction 
of the demand-pull school argues that 
the type of goods enjoying an increase 
in demand determines whether or not 
prices will rise. For instance, if demand 
rises sharply for items able to be mass 
produced through assembly line methods, 
prices will not be materially affected. 
On the other hand, prices will rise when 
there is a sharp increase in the demand 


for goods not amenable to mass-produc- 
tion methods. 

The arguments between “cost-push- 
ers” and the “demand-pullers” have been 
illuminating. But as the Federal Reserve 
Bank of Philadelphia points out in its 
analysis, they somewhat resemble the 
perplexing question, “Which comes first, 
the chicken or the egg?” 
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“Closed-End” Investor 
Characteristics Revealed 
Results of a “first-time” survey that 
reveals the economic characteristics of 
closed-end investment company stock- 
holders 
by the 


were announced late last month 
National Association of Invest- 
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INVESTMENT COMPANIES 


NATIONAL ASSOCIATION OF INVESTMENT COMPANIES 
6t BROADWAY, NEW YORK 6, N.Y. 





Describes “typical” investor 


ment Companies, New York City. The 
survey encompassed some 9,411 stock- 
holder accounts among the association's 
25 closed-end member companies. Total 
assets of these companies at the time of 
the survey were $1,264,495,000. 

Among the “typical” characteristics of 
the closed-end stockholder were these: 
He owns shares worth $4,658 and uses 
them as a part of a financial plan that 
includes corporate stocks held directly, 
as well as bank accounts, savings bonds, 
and life insurance. He is 55 years old, 
with a family income of $8,850 annually. 
He is male, married and has accumulated, 
besides investment company shares, in- 
dividual stocks and_ savings worth 
$21,850. 

Foremost among investment objectives 
cited was “future retirement income,” 
followed closely by “better income on 
savings.” “Protection against inflation” 
also ranks high. 

The survey on closed-end company 
stockholders, published with tabulations 
in a 16-page booklet, is a companion 
study to a survey of open-end investment 
company shareholders conducted by the 
association a year ago. Bank and other 
financial officers interested in obtaining 
a copy of the recent survey may write 
to the National Association of Invest- 
ment Companies, 61 Broadway, New 
York 6, New York. 
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Savings Interest ws. 
Commercial Bank Earnings 


In an interesting talk on time deposit 
interest rates made recently at an op- 
erations clinic of the Michigan Bankers 
Association, the speaker concluded that 
the current higher interest rates seem 
likely to reduce profits and not increase 
them as intended. He then discussed the 
possibility of revised investment policy 
in commercial banks as a means of im- 
proving the commercial bank earnings 
position. 

Cost accounting figures. The speaker, 
D. W. Matthews, manager of the bank 
and institutional investment service de- 
partment of Hayden, Stone & Company, 
New York City, declared that the present 
interest rate situation seemed to call for 
meeting the problems arising out of in- 
creased interest costs on savings by 
having cost accounting figures where 
they are not now available, to assist in 
shaping individual bank action to be 
taken either now or in the future. 

He then went on to say that some 
procedure might be developed for com- 
mercial banks to employ various com- 
binations of risk and second line riskless 
assets to produce better earning results 
for savings departments of commercial 
banks within present rules, and that the 
experience gained in that direction would 
be helpful in determining if legislation 
should be sought to improve commercial 
bank savings department competition 
with other institutions. 

New conditions recommended. In order 
to improve the commercial bank earnings 
position, Mr. Matthews cited three 
conditions that he said might be made 
to apply to savings deposits of commer- 
cial banks and their investment in cer- 
tain classes of assets. The principles 
involved in these conditions, he said, 
are not new or untried, but are already 
in practice in other states. The condi- 
tions are: 

1. Required reserves of 5 per cent 
might be permitted to be cash or one 
year governments. One year municipals 
might also be permitted. 

2. The risk asset designation could be 
removed from savings department assets 
altogether, and apply only to the assets 
properly attributed to demand deposits 
and capital accounts. 

3. Segregation of assets applicable to 
time deposits might be made, following 
the pattern of state chartered trust 
companies in Connecticut where such 
segregation is obligatory. 
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Urges Full Diagnosis of 
Nation’s Financial Health 


Sharp and widespread rises in interest 
levels, plus continued substantial addi- 
tions to private debt and the debt of 
state and local governments, are among 
‘he matters of concern relating to the 
nation’s financial health, according to 
Solomon Fabricant, director of research, 
National Bureau of Economic Research. 

In the Bureau’s 1957 annual report, 
“inancial Research and the Problems of 
the Day, Dr. Fabricant, who is professor 
f economics at New York University, 
idds that slight increases in the money 
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supply coupled with larger increases in 
the frequency of its turnover, and differ- 
ences in rates of expansion among 
various financial institutions are other 
important areas of ignorance to be ex- 
plored before they turn into trouble 
spots. 

Piecemeal investigation, he adds, will 
reveal little of the meaning of such 
developments, and he urges comprehen- 
sive study of our financial organizations 
in relation to the economy as a whole. 

Dr. Fabricant’s report describes the 
striking financial changes in the United 














States economy over the past 40 years, 
highlights the achievements and work 
still to be done in financial research, and 
gives important preliminary findings 
from some of the Bureau’s current 
studies. 

Parts two and three of the 102-page 
study cover the Bureau’s activities dur- 
ing 1956 and outline various reports by 
members of the staff. 

Copies of the report can be obtained 
from the National Bureau of Economic 
Research, Inc., 261 Madison Avenue, New 
York 16, New York. 
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“We’ve just added another 
new customer in Japan... 


Thanks to 


The Bank of California’’ 


“I’m pretty familiar with the Far East, 
‘have made several trips over there, 
keep up with the market news and so on. 
But for day-to-day information, sound 
suggestions, and help in expanding my 
market, | always rely on The Bank of 
California. This makes a lot of sense, 
because their Foreign Department has 
been active in the Orient for over 90 
years and their connections are extensive. 
I know because when | travelled over 
there, they helped me make the right 
contacts at the right levels. And, after all, 
with their own offices in five West Coast 
ports, The Bank of California is an 
important connection for anyone 
interested in foreign trade.” 


If you’re exporting or importing, use 

the experience and facilities of 

The Bank of California, Head Office 

’ at 400 California St., San Francisco. 


The Bank of California has offices in all three Pacific Coast states 
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Savings Battle 
Gains Momentum 


The battle for savings rolled into high 
gear at the beginning of this month, 
when four large New York City banks 
and a host of the nation’s financial in- 
stitutions began paying higher interest 
rates on savings. 

Perhaps the biggest bombshell was the 
news that First National City Bank, 
Manufacturers Trust Company, Chem- 
ical Corn Exchange Bank and Bankers 
Trust Company, all of New York City, 
are now paying the maximum allowable 
rate of 3 per cent on accounts up to 
$25,000. 

Chase experience. The increases pre- 
ceded Chase Manhattan Bank’s dramatic 
announcement that its savings deposits 
had increased almost 50 per cent since 
it raised its interest rate to 3 per cent 
on January 1. This would indicate a rise 
of almost $100 million in deposits for 
Chase, or roughly half of the $186 mil- 
lion gain posted by the 17 major New 
York City banks from January 2 through 
May 22. 

Meantime, Central Savings Bank, one 
of the larger Manhattan savings banks, 
hiked its rate to 3% per cent, joining 
several of the Brooklyn banks that had 
already gone over to the higher rate 
for the quarter ending June 30. Said to 
be considering an increase was Union 
Dime Savings Bank, while the giant 
Bowery Savings Bank was among other 
local banks that had no immediate plans 
for a higher rate. 

Elsewhere, such as in Cleveland and 
Chicago, there were minor rumblings. 
Continental Bank and the Capital Bank, 
both of Cleveland, for example, have 
upped their rates to 3 per cent. Most of 
the other banks, however, are still at 2 
per cent. In Chicago, the Maywood- 
Proviso State Bank raised its rate to 3 
per cent, effective July 1. 

Savings-loan action. These moves, 
for the most part, have been matched by 
savings and loan associations. In Rich- 
mond, Virginia, for instance, the First 
Federal Savings and Loan Association, 
has gone to 3% per cent, to counter a 
recent swing to 3 per cent by local banks. 

The savings and loan associations in 
the San Francisco Bay Area that have 
been paying a 3% per cent dividend rate 
since January were almost unanimous 
in announcing their intention to raise 
the dividend rate to 4 per cent on July 1. 

In San Francisco are 14 flourishing 
savings and loan associations, and across 
the Bay in Oakland are 13 more. 

Five of these insured associations in 
San Francisco have been paying 4 per 
cent since January. The remaining 22 
associations, with two exceptions, also 
those located in nearby Marin County 
ind in San Mateo County, went to 4 
per cent on July 1. 

_ One exception, the Bay View Federal 
Savings and Loan Association, has made 
no announcement of a rate change as 
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Interest rate increases are major selling point from New York City to San Francisco 


House organs and newspaper stories carry message to nation’s savers 


this is written. Another, the Home Fed- 
eral Savings & Loan Association, has 
indicated that its rate will be raised from 
the current 4 per cent to 4% per cent. 

The first boost to the 4 per cent rate 
among the San Francisco associations 
was made by Home Federal early last 
January. At that time the industry here 
had just moved up to 3% per cent, after 
most of the Bay Area associations had 
been on a 3 per cent basis for the previ- 
ous year. 

In discussing the present move to go 
on the 4 per cent basis, E. Ronald Long, 
president of San Francisco Federal Sav- 
ings & Loan Association, also head of 
the California Savings and Loan League, 


stated: “This decision reflects the na- 
tional trend toward higher interest 
rates.” 


The 14 commercial banks in San Fran- 
cisco and the two independent, unit com- 
mercial banks in Oakland raised the 
savings interest rate from 2 to 3 per cent 
on January 1. 

Robertson against increase. Amid all 
this activity comes word that J. L. Rob- 
ertson, Federal Reserve governor, was 
opposed to the Reserve Board action al- 
lowing the 3 per cent interest rate on 
six months time and saving deposits un- 
der Regulation Q. 

In a statement prepared at the time 
of the action last December 3, he noted 
the higher rate would “increase bank 
operating costs and make it more diffi- 
cult for banks to raise additional capi- 
tal they need.” 

Banks undertaking to pay the higher 
rate, he added, would be under pressure 
to seek higher yielding assets, which 
would probably be less liquid and more 
risky, and thus impair the liquidity and 
solvency of the banking system. 


New A.B.A. study. Banks that are 
contemplating rate increases, meantime, 
will be able to get up-to-date information 
on which to base management decisions 
from a new manual prepared by the 
Committee on Savings Management and 
Operations of the Savings and Mortgage 
Division of the American Bankers Asso- 
ciation, according to Everett J. Livesey, 
vice-president and secretary of Dime 
Savings Bank of Brooklyn, New York, 
who is chairman of the committee. 

The new manual on savings account 
analysis will reflect recent developments 
in the field. It should be available in a 
few weeks. 

Mr. Livesey’s committee has also dis- 
tributed a questionnaire to banks to ob- 
tain information for a new savings study. 
It will cover methods and procedures for 
computing interest on savings accounts, 
actual and effective interest rates paid 
by banks, and trends in savings deposit 
volume. 
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Convenience Out-Ranks 
Rate For Depositors 


Convenience continues to be the 
number one influence in determining 
where people save their money, accord- 
ing to a study of The Role of Dividends 
in Savings Behavior made by the Co- 
lumbia Universty Bureau of Applied 
Sccial Research. The survey was con- 
ducted for the First Federal Savings 
and Loan Associaton, New York City. 

Listing rate, reputation and service 
in that order behind convenience, the 
report revealed that the dividend rate 
on savings accounts was not of major 
concern to First Federal customers. 

Most of the people interviewed stated 
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that the growth of their savings was 
primarily due to continued deposits 
rather than through dividend accumu- 
lations. The dividend rate, however, 
played a bigger part in the attraction 
of new accounts, according to the survey. 
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Drive-In Banking Study 

A comprehensive study of drive-in 
banking has been completed by B. Finley 
Vinson, vice-president, First National 
Bank, Little Rock, Arkansas. The thesis, 
entitled “Auto Banking and its Effect on 
Customer Relations,” investigates the 
problems involved and outlines some 
corrective steps that can be taken to 
minimize them. 


Loss of close customer contact through 
drive-in banking, according to the report, 
is one of the major disadvantages seen 
in auto banking by bankers throughout 
the country. The report lists customers 
loss of the sense of “belonging” in the 
bank, difficulties of selling additional 
services, delays caused by customers who 
do not have deposit slips prepared or 
checks endorsed when they arrive, traffic 
congestion, difficulties on the part of 
motorists in pulling up correctly to win- 
dows, and the limitations of bank serv- 
ices at the drive-in windows, as some 
major irritations of auto banking. 

The study supports the theory, how- 
ever, that motor banking is steadily gain- 
ing in customer approval, and states that 
most banks not now having drive-in fa- 
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cilities will have to plan for them in the 
near future to remain competitive. 
Actual physical difficulties of banking 
from a car window are also brought out 
in the report as well as the author’s 
urging for more study of drive-in lay- 
outs by architects. Mr. Vinson details 
bank employee complaints over drive-in 
installations which include communica- 
tion limitations between teller and cus- 
tomer, poor ventilation, poor control over 
money on windy days and troubles with 
customers who find it difficult to under- 
stand why certain bank services are not 
available at drive-in windows. 
The problem of off-street parking fa- 
cilities is also discussed by the author. 
Certain steps, such as personal calls, 
an effective direct mail program and sta- 
tioning bank officers at drive-in facilities 
occasionally are explained as methods 
used to aid customer relations that may 
have faltered through auto banking. 
The thesis, prepared as a_require- 
ment for the Financial Public Relations 
school, contains many illustrations of 
good and bad drive-in layouts. 
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What to Look For in 
Selecting Executive Trainees 


Extensive testing can help banks 
predict who will benefit most from an 
executive training program, according to 
a comprehensive University of Michigan 
study of a large, multi-branch bank. 

The evaluation program, involving 
some 108 trainees, indicated that three 
factors may be closely related to success 
in an executive training program. The 
factors are: verbal comprehension, the 
ability to communicate easily, to read 
and write well with a good vocabulary: 
an interest in tangible. material things, 
as opposed to interests in concepts and 
theory; and interpersonal interests sim- 
ilar to those of teachers, ministers and 
lawyers. 

Charles E. Scholl, Jr., who conducted 
the study for his Ph.D. in education, 
emphasizes that results of his analysis 


Burroughs Clearing House 











regal 


SECURITY... 
LIQUIDITY... 
HIGH VIELD... All These are Yours... 
with 








: Life Insurance Loans 

t 

Ss 

s — . . 

n Over 125 other leading bankers like these 

4 loans because they are highly profitable. Col- 

“ lateral is always increasing in value. Security, 

Yr . . . . . . <j 

h To PLA liquidity, no risk, and high return are combined 

a | ARE AVAILABLE in this one type of investment — unlimited vol- 

’ ume of these loans immediately available. 

A- 

a More than $165,000,000.0C of these most 

* attractive loans have been placed with banks 

es throughout the country by Policy Holders’ 

- Service Bureau for over 20 years. All are 

secured by cash values of life insurance policies 

re- A issued by the largest companies. 

ns : THE DIRECT-BROKER PLAN 

f ‘ei ; : ; 

“ F ane leeme one originated Your money is readily available — loans 
: by our organization, and 1] | ae : nw 150 cM i ie : 
complete detaile neces- are Callable at anytime within 150 days or less. 
: sary to set the loans up 

for your Bank ere handled For More Complete Information and Bank 
by us. After the loans are z 4 wy ‘ ae 

es Hocsivek dei anseagnall or References (Banks known to you) write 

nks your Bank, they are 

an handled directly with 

; to i borrowers. 

yan 

— B 

ree . THE SERVICE-BROKER PLAN 

2€SS ’ The loans are made by 
The 





our organization to the ° 4 
the borrower and are sold to 
‘ead the Bank for the amount 
ry; of the note. All details 
ngs, incidental to this type of 


and investment are handled 


sim- by us throughout the life SERVICE BUREAU 
and of the loans. 


ARTHUR | BOREMAN & SONS 





cted & 1912 GRAND AVENUE 

tion, §& DES MOINES 5, IOWA 

lysis ; CHICAGO + LOS ANGELES 
f 

ouse ff 


July, 1957 











would have to be compared with similar 
studies of other executive training pro- 
grams before being applied to banks gen- 
erally. 

However, in his three-year 
different variables, including test and 
non-test items, were compared _ with 
ratings of each trainee by branch man- 
agers and supervisors of the _ bank. 
Among the test scores which were found 
to have a significant correlation with 
ratings by managers and _ supervisors 
were: total score on the Guilford-Zim- 
merman temperament survey; interests 
similar to lawyers and presidents of 
manufacturing concerns on the Strong 
vocational interest blank, and dissimilar 
to musicians and veterinarians; total 
score on the Michigan speed of reading 
test; and total score on the Michigan 
vocabulary profile. 


study, 94 
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A.1.B. Postseripts 


The banking world has too long rested 
on the assumption that when an execu- 
tive position is open, the right man will 
be available to fill it, according to Dr. 
Harry S. Rogers, president, Polytechnic 
Institute of Brooklyn, New York, at the 
closing session of the 55th annual con- 
vention of the American Institute of 
Banking in Richmond, Virginia. 

“It is time the leaders began to take 
a positive and active interest in guid- 
ing young men with the potential to 
develop executive careers. There is cur- 








R. W. Seward and G. Clark 
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ae CHAMPIONS 


O. G. Mampell, G. F. Willmont and E. H. Cunerd 


Win coveted awards at lively Richmond 4A.1.B. session 


rently too much competition for leader- 
ship to leave this process of development 
and career building to chance,” he told 
1,500 delegates attending the five-day 
meeting. 

Urge study of problems. Sam Britt, 
vice-president, The First National Bank 
of Memphis, Tennessee, added that 
bankers can help relieve this executive 
shortage by better familiarizing them- 
selves with the everyday problems of 
banking through taking a more active 
interest in the A.I.B. 

The educational arm of the American 
Bankers Association has about 135,000 
members, conducts its own classes, using 
its own textbooks, through chapters and 
study groups in more than 450 cities and 
towns across the nation. 

Dr. Rogers and Mr. Britt were among 


the many leaders in business, finance, 
education and government to address the 
delegates. Others included: Robert K. 
Gray, special assistant, The White House, 
Washington, D.C.; Carl E. Bahmeier, Jr., 
executive secretary-treasurer, South Da- 
kota Bankers Association, Huron, South 
Dakota; and L. C. Small, assistant vice- 
president, California Bank, Los Angeles, 
California. 

Impact of automation. Mr. Small spoke 
on “Automation—The Answer to Bank 
Operation?” He traced the history of 
electronics and explained the potential 
bank applications that could be handled 
by the mechanical brains of the future. 
He forecast that banks would be effec- 
tively using electronic systems to handle 
more information faster and much sooner 
than the majority of bankers estimated 
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at the beginning of electronic research. 


“There will, of course,” he added, “be 
many brand-new jobs, some of which 
will be highly skilled. Existing staff 
members will be given the opportunity 
to train for such positions.” 

Among the other highlights of the 
stimulating meeting was the election of 
A.I.B. officers for the 1957-58 term. 
George Clark, past vice-president, 
stepped up to the presidency, and Ger- 


ard E. Hayes was named vice-president. | 
| 











G. E. Hayes and G. Clark 


Take over A.I.B. reins 


Mr. Clark is assistant vice-president of 
the Security-First National Bank of 
Los Angeles, California; and Mr. Hayes, 
assistant vice-president of The National 
Shawmut Bank of Boston, Massachusetts. 

Other highlights. First place winner 
in the national speaking contest for the 
A. P. Giannini educational endowment 
prizes was David M. Kimbel of the 
Lincoln Bank and Trust Company, Louis- 
ville, Kentucky. 

A debate team of Los Angeles bank- 
ers defeated a strong challenge from a 
group from Philadelphia to win the na- 
tional debate contest for the Jesse H. 
Jones national convention debate fund 
prizes. Members of the winning team 
were O. G. Mampell, Bank of America, 
and Gerald F. Willmont, Security-First 
National Bank. Earl H. Cunerd vice- 
president, Girard Trust Corn Exchange 
Bank, Philadelphia presented the award. 

R. Wade Seward, Jr., of the Indus- 
trial National Bank, Miami, Florida, re- 
ceived the second annual Harold Stonier 
award for excellence in graduate courses 
offered by the A.I.B. The Institute’s 
national publicity exhibit competition 
drew 65 entrants. A.I.B. chapters from 
Boston, Massachusetts; Hartford, Con- 
necticut; and Bluefield, West Virginia, 
walked off with top prizes. 

The Muehlebach Hotel, Kansas City, 
Missouri, will be the site of next year’s 
convention, June 2-6. 
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Aids to Staff Training 


Stressing the importance of improved 
training procedures for bank employees, 
two working groups of the American 
Bankers Association have completed a 
manual entitled, How to Welcome a New 
Bank Employee, and announced the 
preparation of a second study, How to 
Train a New Bank Employee. 

The Committee on Employee Training 
and the Country Bank Operations Com- 
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Why does Foremost specialize in mobile home 
insurance exclusively ? 


For the same reason that one doctor will special- 
ize in psychiatry, another in heart disease. It’s the 
POSITIVE way to provide the greatest possible 
service for a specific problem .. . or a spe- 
cialized field. 


The mobile home industry itself is highly spe- 
cialized, with requirements beyond the realm of 
conventional dwelling or standard vehicle insur- 
ance. To best understand and interpret the needs of 
this unique field, Foremost Insurance Company con- 
centrates its entire resources and efforts within the 
great and growing mobile home world. The result- 
ing wealth of intimate knowledge and sound ex- 
perience provides for you the most effective and 
efficient service of its kind. 


It is good to know — when you finance mobile 
homes — that you can call on an expert for the 
best answer to any problem of protection that 
may arise. 


We hope you will write us for details about the 
many benefits of Foremost’s exclusive BANK 
SERVICES DEPARTMENT . 
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end The First National City Bank of New York 
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Our booklet, 
“Speed”, describes 
the many ways 
First National City's 
check collection 
service can help you. 
We will be pleased 
to send you a copy 
free on request. 
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Indoctrination suggestions 


mission are jointly aiming at “A _ well 
organized training program that will 
result in a staff which is more produc- 
tive and operates with a minimum of 
supervision,” according to L. M. 
Schwartz, chairman of both groups. Mr. 
Schwartz is president of the Citizens 
State Bank, Paola, Kansas. 

The initial manual is designed to pro- 
vide management of smaller and medium 
sized banks with suggestions for the in- 
troduction of new staff members to the 
individual bank and to banking in gen- 
eral. 

Other manuals to be prepared in the 
training series will concern specific job 
classifications, such as _ bookkeepers, 
proof and transit clerks, and tellers. 
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Modern Design 


The new Church Street office of the 
First National Bank of Newark, Ohio, 
offers complete banking services to the 
community and also caters to motoring 
customers. 

Built to allow for future expansion, the 
attractive structure features large ex- 
panses of glass, drive-in service and park- 
ing facilities. A four by eight foot tunnel 






leads from the main building to the three 
drive-in stations, which are housed in 
a separate unit. These stations are ar- 
ranged to allow sufficient space for 15 
cars to wait in line for service. 
Customers can also drive right up to the 
night and 24-hour depositories, which are 
located in the main building under a pro- 


tective canopy leading to the auto banking | 


units. 


Another highlight of this modern office, | 


shown below, is its automatic, all-electric 
heat pump, which heats and cools the 
main building and the drive-in units. In 
warm weather it works like an air condi- 
tioner to cool, clean and dehumidify, and 
in cold weather it reverses itself to sup- 
ply heating. 
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“Save by Mail’ Campaign 
A new twist has been given to the 
popular “Save by Mail” theme at The 


First National Bank of St. Louis, 
Missouri. It has succeeded in attract- 
ing new savings accounts by offer- 


ing housewives an opportunity to open 
their accounts by either telephoning the 
bank or by sending in a newspaper ad 
coupon. Signature cards and 
mail envelopes are immediately mailed 
back to them. So far one out of every 


save-by- | 


three inquiries has resulted in a new | 


account. 
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Advertising Budgets 

In a two-part report on the forecast 
of bank advertising budgets and the 
amount of money considered necessary 
in an effective advertising program, the 
Financial Public Relations Association 
brings attention to the ever-increasing 
interest in advertising shown by banks. 

In the 16-page booklet entitled Budget- 
ing for Bank Advertising, Joseph T. 
Donovan, vice-president of the Rockland- 
Atlas National Bank of Boston, Massa- 
chusetts, predicts a rise of 3.3 per cent 
in gross advertising expenses for com- 
mercial banks during 1957 over 1956 
expenditures. Based on a survey of 365 
commercial banks, his report analyzes 
expenditures for banks of various sizes 
and includes a breakdown of the types 
of media used and the banking services 
advertised. 

In the second section, George Goodwin, 
vice-president of the First National Bank 
in Atlanta, Georgia, sets forth a work- 


Functional office designed for motor banking, future expansion 
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At Home 

Or In 

The Outfield 
Nothing 





Can Be Safer 
Than... 
FIRST 
NATIONAL 
CITY BANK 
TRAVELERS 
CHECKS! 





Safe—yes, completely safe 
everywhere. At home or abroad First 
National City Bank Travelers Checks 
are spendable like cash everywhere 
—for everything. Come in handy 
denominations of $10, $20, $50 and 
$100. Promptly refunded if lost or 
stolen. Cost only $1 per $100; good 
until used. 


SELL FIRST NATIONAL CITY BANK 
TRAVELERS CHECKS— YOU KEEP 90% 
OF THE SELLING COMMISSION— 
AND REMIT 10% TO US! 


Member Federal Deposit Insurance Corporation 
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able method for an individual bank to 
estimate how much money it should 
budget for advertising. 

Copies of the booklet are available 
from the Financial Public Relations As- 
sociation, 231 South LaSalle Street, Chi- 
cago 4, Illinois, at $1 per copy. 
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Savings Meeting 

Bankers from the United States and 12 
European countries are on the speaking 
schedule of the Seventh Annual Interna- 
tional Summer School for Savings Bank- 
ers being held July 8-13 in Zeist, Holland. 

The sessions, under the sponsorship of 
the International Thrift Institute, head- 
quartered in Amsterdam, are designed to 
create a free interchange of experience 
between savings bankers from countries 
throughout the world, according to Jason 
W. Stockbridge, public relations director, 
the National Association of Mutual Sav- 
ings Banks, New York City. 
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Informing the Staff 
About Forgery Facts 
House organs are often the best means 
of carrying a vital message to the staff 
and this was the case at the Bishop 
National Bank of Hawaii, Honolulu, 
Hawaii, when it informed its employees 
about the latest ruses used by forgers. 
In its review, the bank pointed out 


Hawaiian bank’s staff members are given first hand review of 


that its tellers are not only the “front 
line” in contacting customers, but also 
the first line of defense in preventing 
losses to forgers and counterfeiters. The 
well-illustrated article, as reproduced 
below, contained case histories of several 
techniques used by forgers to cheat the 
bank, along with precautions to be taken 
to prevent similar losses. 

Obtain satisfactory identification; be 
positive the check is dated properly; be 


certain the amount written in numerals 
agrees with the amount written in 
words; check for proper endorsement; 


and be certain there is no stop payment 
against the check were among the pre- 
cautions outlined in the story. 
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Dormant Accounts Control 


Various methods used by some 485 
banks in handling hazardous accounts 
are detailed in a new manual published 
by the National Association of Bank 
Auditors and Comptrollers. 

Based on a survey by the Association’s 
Auditing Commission, Control Procedures 
for Dormant Accounts analyzes the re- 
sults of the study and presents certain 
recommendations for review of controls 
so that banks may apply these techniques 
to their own operations. 

Among the topics covered are general 
ledger and dual controls, assignment of 
control responsibility, segregation of 
dormant accounts, and service charges. 

Copies of the manual are available from 


CONTROL PROCEDURES 
FOR : 
DORMANT ACCOUNTS 





A Seevey 





AUDITING COYRSSION 


The National A-sociation of Bank Auditors and Comptroliers 
34 Sauth Dearborn Street, Chicage 3, Binois 











Details practical program 


the National Association of Bank Audit- 
ors and Comptrollers, 38 S. Dearborn 
Street, Chicago 3, Illinois, at $3 per copy. 
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Traditional London Merges 

With Modern Manhattan 
Customer comfort and 

are stressed to an unusual 


convenience 
degree in 


latest practices of forgers 
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Checking Branch Aevran: 
By Phone 




















TELLERS ARE THE “FRONT LINE” 









































Bishop National Bank tellers are our “front line” cor 
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tact with the people o 


Most ot thase whe come inte the hank gain their enure impression of the bank tre 





was they are treated by the tcllers. The tellers nor only must make them feel welcome 


and important hut they must alse make them feel at case 





TELLERS ARE DIPLOMATS 
























































As if te weren't enough to give the customer a friendly approach, they 











dipl 
mats inthe artot cakiog the sting aut ot delass when plattorm apy fod 
when they require identification... or when some error must be corrected 
And. to top it off, tellers must be constantly alert, well-inturmed and kaow their job 
thoroughly. Thos means that tellers must be an there toes ac all ames co prevent careless 
ness on detecting Coumterteits and forgeries. 
Hawaii's tremendous population upswing in recent veary has added to che ecomomy of 


the ishinds but at the same time it has brought in its share ot undesirables, Nad as long 


ws there are banks in the world those undesirables will continue to try to get mones tram 


them legally 












































TELLERS ARE HUMAN 












Checding Saguatare 
with Maver Pile 
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No matter how careful a teller. a “smart” operator can netimes find a loophole in 
theie goard and pass counterteit bills or forged checks. The bank is ga 


loss by a Bankers Manket Bond. HOWEVER, and a's a big however 


incur a lose af this hind the premium on our insurance rate climbs 


fed against 
everstime we 
Phe premium iy paid 
out of Bishop Bank's Operating Expenses AND, now that our profit-sharing plan will 
shortly YOURS 


ge inte effect. we'll give vou ony guess whose pocket will feel Ube lows 


The insurance company holding our blanket Bond scat in some startling figures cover 


ing forgery losses over the past nwo seats, From May 1956 t May 1987 our losses 


pomped $1.20 as compared to the same pertod the vear beture 





STOP! LOOK! 


LISTEN! 





Following are some al the marc important “DOPS” tor atlees, buth tor die new comers 
va the Bank's side of tre connte 
h 


. and for the more experionced emplosees who wanta 


refresher. Accompanring eac 1900" es an actwal case history Camus games) of forgery 


incidents taken trom our files which happened eight bere at Bishop National Bank 


Obtain satusfactory identification of the person presenting the check. Probably no one thing is of 
greater importance when accepting checks across the counter than to remember “Strangers are not 
always cracks, but crooks are wswally strangers.” 


CASE HISTORY #1 

A “stranger” came into H.O. with a $5,500 check. He wanted to open a savings account with $400 
and take the balance in cash. The teller, with many years experience in banking, took every precau- 
an. Examination showed a check-writer had been used. Under the maker's signature (a local 
prominent contractor with a substantial account at Kalibi branch) the firm name was stamped. The 
cautious teller called Kalihi and sufficient funds were available. He then checked the contractor's 
signature with our master file. All bases covered? Not quite. The teller then received satisfactory 
idenufhcatnan trom the “stranger” and tried to persuade him to take the $4,000 in a check. No soap. Out- 
come? Thecheck bounced. A careful rechetk withthe signature file showed it to be an out andout forgery 


Be positive it is dared property, not postdated and not bearing a “stale” date. 


CASE HISTORY #2 


This isn’t a case history but it fs the law of the Territory that a check may be declared stale when 
i's more than six months old. A customer. in the meanume, might have withdrawn all his funds 
t 


leaving the bank holding the well-known sack—and nor full of money, either. A postdated check, 


when ow does come due. mav have bad a Mop-payment placed against it, 


Be certain that the amount written in numerals agrees with the amount written in words. 


CASE HISTORY #3 
th 


© word is “raised,” And that's just what some of our pleasant “strangers” try. “This is the case of 
the small time operator who couldn't resist doing something about a $15.68 check he received, 
signed by a well-to-do canioman who is a customer of many years standing. Our ser Inger was smart 
enough to present it during a rush hour. The teller quickly glanced at the tig 
side of the check—$75.68—and the signature of the catdeman. The stranger's identification seemed 
in order and he walked out, pocketing the cash. End of the story; Me was caught. 






are amount on the right 


Check for proper endorsement 


CASE HISTORY #4 


Normally, we do pot cash checks on a second endorsement. Here's a case where a check was stolen 
from the mails. Davies mailed out an insurance claim check to a local service station which it never 
received. Pater the villain. He forged the service station manager's name as the first endorser, pay- 
able tw himself. He then signed his name as second endorser and on presenting it, with satisfactory 
idemitication, was paid. Moral: All first endorsements must be thoroughly checked to the satis 
faction of the teller. 


Be certain there is no stop payment against the check. 


CASE HISTORY #5 


Can you picture lide mechanical toys marching down the lobby and getting in everybody's hair? 
It can happen here. In fact, it did when a teller slipped up and cashed a check without being sure 
the maker's name was not listed in the stup-payment file and he didn't “see” the big, red caution 
notice on the customer's ledger sheet. Anyway, a was there. Seems our irate customer ordered toys 
ta he sold in his store at Christmas. When said tows arrived, they were not at all what he ordered so 
he immediately placed a stop-payment against the check, When we slipped and cashed the check, 
the caxsomer brought the toys in and said “Here. you take ‘em. You bought-‘em.’’ We found our- 
selves with 4 stack of tovs on our hands—so— being close w the holiday season Santa Bishop gave 
them away to several charitable organizations 
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a financial designer’s 
responsibility... 











...is wholly to his client. That is why 
ey we do not construct the buildings we design. 


The quality of the construction in a Cunneen project is 
assured by our close supervision of the local contractors 
employed for the job. Finer building quality 

results from the strict adherence to plans that we 

: require ... and the use of local building firms is 
3 excellent public relations for the 


financial institution concerned. 





We believe that this policy has played an important 
part in our rapid expansion. We are now the 
fastest-growing firm of financial institution 


designers in America. 





We will gladly show you or your building committee 





how our specialized planning can work for your benefit. 
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COMPANY 


Distinctive Design for Financial Institutions 


1622 Chestnut Street, Philadelphia 3, Pennsylvania 
New York + Chicago e Los Angeles 
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Open teller stations add to informal effect. 


Exquisitely furnished Hanover branch offers homelike atmosphere in heart of London’s tourist area 


the new branch office opened at 10 Mount 
Street in the West End of London, Eng- 
land, by The Hanover Bank, New York 
City. The area is in the heart of Lon- 
don’s social, hotel and tourist center. 

Aside from the banking hall, the 
branch is exquisitely furnished as a 
private residence, with most of the fur- 
nishings being antiques. A striking fea- 
ture of the decorative scheme is a huge 
engraved glass screen, said to be the 
largest in the world, which separates the 


banking hall and the spacious reception 
room. The screen depicts the Manhattan 
skyline as seen from the Hudson River. 

With all its homelike atmosphere, how- 
ever, in its functional features the branch 
leaves traditionalism behind. The counter 
in the banking hall, for example, is of the 
modern open type without grille work. 
And, although there are real fireplaces 
in all the rooms, there is also a central 
heating and ventilating system that is 
automatically operated with electronic 

















20 Offices in Metropolitan Baltimore 





Are you including Baltimore 
in your future 


Get Complete 
banking service at 


FIDELIT Y- 

BALTIMORE 
NATIONAL 
BANK 


Capital Funds 
over $16,000,000 


MAIN OFFICE: BALTIMORE & LIGHT STREETS 


‘ 


Member: F. D. 1. C. 











Comfortable reception room for customers and friends 


| press Company, according to James A. 





| other vacation trips, and 24 additional 




















controls, making it quite adaptable to 
London’s climatic changes. 

The new Hanover office supplements a 
City of London branch located at 7 
Princes Street. 
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Travel Display Contest 

Any bank employee in the United 
States or Canada is eligible for the two- 
week tour of Europe for two, being of- 
fered as first prize in a travel display 
contest sponsored by the American Ex- 





Henderson, assistant vice-president. 

He added that the 1957 travel market 
is expected to reach an all-time peak, 
prompting American Express to prepare 
a special Panelrama Display Kit that 
can be used to promote such services 
as vacation savings accounts, auto loans, 
checking accounts, safe deposit boxes, 
travelers cheques, and the like. 

The two-week tour of Europe, nine 





Promoting vacation savings 
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prizes are being offered to employees 
who can devise imaginative and original 
bank promotion displays using the Panel- 
rama material to highlight the travel 
theme. Contestants may use whatever 
other material they wish in the displays. 

Further details of the contest may be 
obtained by writing to American Ex- 
press, 65 Broadway, New York 6, New 
York, Attention: James A. Henderson, 
assistant vice-president. 
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Attention Getter 


The Sottile Banking Group, consisting 
of seven banks in Greater Miami and 
South Florida, introduced a novel souve- 
nir at the recent national convention of 
the Advertising Federation of America, 





WELCOME 
A-F.A. 


THIS 
iS JUST A SAMPLE OF 





MAJOR PRODUCTS 


VO) | = 
(Spelled C-A-S-H) 


SOTTILE BANKING GROUP 





“Mad money” for delegates 


Miami Beach. It was inexpensive, yet 
mighty effective. 

The 1,100 top advertising people at 
the meeting received the card shown 
above. It had a dime affixed to it, and 
pointed out that this was a sample of 
the Sottile Group’s major products, 
money. The reverse side carried a mes- 
sage about the means of enjoying them- 
selves in Florida, along with an invitation 
to come into the banks for loans or in- 
vestment advice if the dime proved in- 
sufficient for their stay. 
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Booklet-A-Week Plan 

Several banks are spicing up their 
advertising and promoting good will 
through the “Customer Lobby Rack 
Service,” which provides pocket-size, 
easy to read and understand, booklets 
on a wide variety of subjects via display 
racks in the bank and its branches. 

Advertising aid. An adaptation of a 
similar plan pioneered by General Motors 
and Western Electric, the program is 
designed to help financial institutions 
achieve a more effective and economical 
distribution of their own printed adver- 
tising material. 

As the public voluntarilv selects the 
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New 4-second copy maker 
simplifies banking paperwork 








New, low-cost machine gives you copies 
of trust transactions, reports, confidential 
data, etc., right when you need them. 


Modern simplicity and efficiency come to office copying with this 
brand new THERMO-FAX ‘“‘Secretary’’ Copying Machine. All 
you do is place the written, typed, printed or drawn material you 
need copied on any of the five color-coded papers and feed both 
into the machine. And, 4 fast sec- 
onds later, out comes the original 
and a crisp, correct copy. No proof- 
reading. No smears. No wet spots. 
This new machine is fully All-Elec- 
tric . . . costs only $299*. Exclu- 
sive dry process copying method 
eliminates chemicals and special in- 
stallations. For full details on the 
fastest, lowest cost way to simplify 
paperwork in your office, send the 
coupon below today. 

*Suggested retail price 








Thermo-Fax 
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'COPYING PRODUCTS 

















Y s, The terms THERMO-FAX and SECRETARY are trademarks of Minnesota Mining & Mfg. Co., St. Paul 
S Ze 6, Minn. General Export: 99 Park Avenue, New York 16, N.Y. In Canada: P.O. Box 757, London, Ont 
PRETORIA ETO ee eee, 7 
| Minnesota Mining & Manufacturing Company | 
| Dept. KR-77, St. Paul 6, Minnesota | 
| Send full details on the time-saving new THERMO-FAX “Secretary” | 
| Copying Machine. | 
; Name 
| = Bank | 
Address Sti ; 
| City Zone State | 
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Space-saving booklet rack 


booklets, the bank’s sales message, im- 
printed on the covers, goes with them. 
At this time, they are also attracted to 
the bank’s own printed leaflets, which are 
placed nearby. Several studies of this 
means of distributing bank printed mat- 
ter show the “pick-up-rate” to be much 
faster than when the same material is 
placed around the counters. 

Quite flexible. Among the best features 
of the booklet program is its flexibility. 
New titles may be added to the rack 
either on a weekly or bi-weekly basis. 
Advance copies of future booklets are 
sent ahead of the shipping date for 
review purposes, and, at any time, a 
substitute title may be used if a specific 
booklet is not appropriate. A bank may 
use as many or as few of the booklets 
as it wishes, tailoring the program to 
its individual budget. 

First introduced on an experimental 
and test basis among a select group of 
banks in 1954, the program is now being 
offered to banks and savings institutions 
throughout the country by Kostner, 
Dana & Barrell, Inc., 30 Broad Street, 
New York 4, New York. 
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“Office Equipment: 


Buy or Hent?* 


Cost-conscious bankers who are in 


| quandaries trying to decide whether it is 


best to rent or purchase certain pieces of 
office equipment will find answers to most 


| oftheir problems in a timely report en- 


titled Office Equipment: Buy or Rent? 

The 92-page study, prepared by Dr. 
Robert N. Anthony and Samuel Schwartz, 
both of the Harvard Business School fa- 
culty, provides a technical analysis, with 
charts, tables, formula and work sheets, 
that will enable bankers to determine 
whether buying cuts costs sufficiently to 
warrant the required investment in a par- 
ticular machine, or various pieces of new 
or used equipment. 

Separate chapters on required earnings 
rates, future useful life of equipment, cost 
considerations, income tax considerations, 
and short-cut and detailed methods of an- 
alysis are covered, as are miscellaneous 


considerations that have to be taken into 
account when equipment is to be bought 
or rented. 

Copies of the report, priced at $15 each, 
can be obtained from Management Analy- 
sis Center, Inc., 275 Newbury Street, 
Boston 16, Massachusetts. 
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Razzle-Dazzle Not 
Good Public Relations 


No bank, no matter how good its 
record, how superior its facilities, or 


how sound its policies, can win wide- 
spread public understanding, approval 
and support in one concentrated burst 
of activity, said William E. Singletary, 
president of the Financial Public Rela- 
tions Association, at the recent joint 
meeting of the F.P.R.A. and the Michi- 
gan Bankers Association at the Hotel 
Statler, Detroit, Michigan. 

There never will be any other way of 
reaching our objective except by steady 
unchanging, unrelenting day-by-day, 
week-by-week, year-by-year following 
of a comprehensive and continuing public 
relations plan and program, added Mr. 
Singletary, who is vice-president of the 
Wachovia Bank and Trust Company, 
Winston-Salem, North Carolina. 

“Forget about the short cuts and the 
razzle-dazzle,” he added. “The short 
cuts are usually blind alleys, the razzle- 
dazzles soon fizzle out. Get a plan and a 
program you can stay with, live with, 
work with, and then keep everlastingly 
at i.” 
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Plastic Mural Decorates 
Bank Entrance 

The attractive Plexiglas 
forms the transom over 
trance of the remodeled 


mural that 
the main en- 
East Avenue 


Symbol strategically located 
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office of Genesee Valley Union Trust 
Company, Rochester, New York, depicts 
a sailing ship carved on a sheet of trans- 
parent plastic. At night, edgelighting 
by concealed fluorescent tubes brings out 
all the details of the ship which is the 
symbol of Marine Midland member banks. 

The carved %-inch panel is mounted 
between two plate glass sheets to keep 
out dust and moisture. Miss Olga Ritchie, 
of Rochester, designed and executed the 
mural. 
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Estate Settlement 


Common mistakes in drafting wills, | 


failure to provide a will, lack of estate 
liquidity, failure to nominate a guardian, 
and the failure to protect business inter- 


















what 
happens 


when a man dies? 








Pinpoints proper action 


ests are discussed in a new 32-page book- 
let entitled, What Happens When a Man 
Dies? Written by Surrogate Donald G. 
Dutcher, it outlines many of his experi- 
ences in 20 years of probate court work, 
and recommends proper action to be 
taken in the writing of wills. 


a 





Trust department officers could find | 


this booklet of use in familiarizing cus- 
tomers with the importance of a properly 
drawn will. Copies may be obtained from 
the Insurance Research and Review Serv- 
ice, 128 West North Street, Indianapolis 
9, Indiana, at 65 cents a copy. Reduced 
rates are available on quantity orders. 
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Career Opportunities 
Better in Banking 





June college graduates this year will | 


find higher salaries, advanced training 
programs, and excellent prospects for 


advancement in the banking field, accord- | 


ing to a recently-released survey con- 
ducted by the Committee on Executive 
Development of the American Bankers 
Association. 

A poll of 200 of the country’s larger 
banks revealed that starting salaries are 
comparable to those offered in industry, 
that banks offer an excellent earnings 
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' Here so soon...?> 


EVEN OUR OWN correspondents are often amazed. 
THEY KNOW ouwr clearances go by air mail... 
DIRECT to owr own 556 clearing points. 

BUT THE SPEED is still pretty surprising. 

TIME SAVED is up to four days. 

OUR CORRESPONDENTS enjoy other advantages. 
TRANSIT operations around the clock. 

ACCESS TO huge credit files. Investment advice. 
DOZENS of other useful services. 

MORE DETAILS? One of our officers will call. 
JUST DROP ws a line. Or phone LOcust 8-1700. 
ASK FOR the Correspondent Bank Division. 


Banking since 1782 


The First Pennsylvania 


BANKING AND TRUST COMPANY 


30 offices—Serving more people more ways than any other Philadelphia bank 


Member F.D.1.C. 
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outlook because they are eager to keep 
college graduates once they are hired, 
and that planned development of men 
with executive potential at all levels is 
increasing. 

This preliminary survey found that 
banks were lacking in telling graduating 
seniors about the real opportunities in 
banking and urged closer contact be- 
tween banks and the universities. 
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Travel Show 

Dramatic posters, photographs and 
color slides depicting favorite vacation 
spots in America and many foreign lands 
were featured in the recent 12th annual 
travel show at The Bank for Savings, 
New York City. 

The show, designed to give visitors a 
practical preview of a wide variety of 
trips to fit all purses, included displays 
from 75 exhibitors, among’ whom were the 
Grace Line, TWA, Union Pacific and 
state and foreign tourist bureaus. 

The spectacular three-dimensional dis- 
plays set up in the main banking room 





Paris in the spring 


have become an established and highly 
regarded service to the community, 
providing depositors and neighborhood 
friends with ideas for the formulation of 
their vacation plans. Thousands of de- 
scriptive folders are available, offering 
helpful suggestions on where to go, when 
to go, and how to go. 

In the photo above, several visitors are 
shown admiring a scale model of a mod- 
ern TWA airliner, one of the highlights 
of the display. In the background is a col- 
orful mural showing the Champs Elysees 
and the Are de Triomphe. 
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Unusual Cashier's Check 

A novel way of paying parking 
charges incurred by customers of the 
Seattle, Washington, branch of the Bank 
of California, N.A., is achieving favor- 
able results for both the bank and the 
parking lot, it is reported. 


28 





Seattle, Washington, 
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CASHIER’S CHECK 


(COURTESY PARKING) 


Che 2 Miasth af Galitnends 


NATIONAL ASSOCIATION Jaguee 


SEATTLE. WASHINGTON 
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ONLY THIRTY-FIVE CENTS 


(Void if drawn for an amount in excess of one dollar) 


PF 6423. 
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Unique cashier’s check helps 


The bank issves to customers cashier’s 
checks made out for 35 cents to cover 
their parking costs while transacting 
banking business. The plan has famil- 
iarized many customers with the use of 
cashier’s checks. It also has overcome 
some of the difficulties that the parking 
lot operators had with the courtesy park- 
ing stub system; now the operator doesn’t 
have to present the stubs for collection, 
he merely deposits the cashier’s checks 
along with his regular deposit. 
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Staff Briefs Officers 


On Publie Relations 
Bank officers of the First National 
Bank of Orlando, Florida, recently 


learned about public relations from their 
own employees. They were pleasantly sur- 
prised at the personal opinions of 17 staff 
members, most of whom were new em- 
ployees. Among the lessons they gained 
at a staff meeting was the importance 
that the employees attached to their 
own particular departments in the whole 
banking picture. 

Comments on good public relations 
from tellers to workers in the proof de- 
partment pictured a bank as an integral 
part of the community’s existence, and 
offered the opinion that all bank em- 
ployees should treat customers in the 
same manner as they themselves seek to 
be treated in other business establish- 
ments. 
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Two Suggested Paths to 
Better Human Relations 


To help combat the alleged “stuffed 
shirt” tab that the public has placed on 
bank officers, two bank presidents have 
different means of placing banks on a 
more personal basis in community life. 

George Munsick, newly-elected presi- 
dent of the New Jersey Bankers Asso- 
ciation and president of the Morristown 
(New Jersey) Trust Company, has urged 
more community participation by bank- 
ers. In an address before the association’s 
annual convention in Atlantic City, New 
Jersey, Mr. Munsick called for bankers 
to take a more active part in all civic 
and governmental problems. 

“We should never be afraid to state 
out loud our positions and beliefs upon 


bank, 


AUTHORIZED SIGNATURE 





also educates customers 


public subjects such as these,” he said. 
“The sooner we discard our inherent re- 
luctance to participate in governmental 
affairs, the sooner the public will realize 
we are not ‘stuffed shirts’ and ‘cold,’ but 
real guys. And we are ‘respected’; there- 
fore we have the opportunity, even the 
obligation, to carry leadership into the 
public forum.” 

Meantime The Madison Bank & Trust 
Company, Chicago, Illinois has employed 
an expert in the retail sales field to man- 
age the bank’s personal services. Ac- 
cording to President A. Andrew Boemi, 
the bank has brought in the top-flight 
merchandiser to create an atmosphere 
which will put the customer at ease in 
handling his personal banking require- 
ments. The man is Marvin R. Strunk, 
formerly an executive with a large Chi- 
cago department store. 
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Youthful Thrift Programs 
Thrift programs aimed at the younger 
generation have been introduced at two 
eastern banks. 
The Nashua (New Hampshire) Trust 
Company has long had a school savings 
program. Determined to fill the gap 


Urges early savings 
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April, 1987 
Dear Friend of Fidelity: 

As your bankers, we want to thank you for the confidence 
which you have placed in us. We also have a thought to share with 
you about family money matters in America today. 

Our children are growing up in a time of unprecedented 
spending with credit being used on a scale never before known. 
T wonder if there may not be a grave risk that they are losing the 
traditional respect for thrift which has meant so much in building 
the character of eur people 

Teaching children to respect and conserve money is more 
important today than ever before. Mere talk about thrift won't 
impress them. They must learn by doing. Money should be set 
aside systematically in a savings account established for a mean- 
ingful purpose 

1 want you to know that we at Fidelity will particularly wel- 
come young people and will gladly take time to help you train 
them to save. 


Cordially, 











Burroughs Clearing House 
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between elementzry school and college, 
the bank introduced its College Club 
Plan, designed to encourage high school 
students to save for their own college 
education. 

Heart of its campaign was a contest 
of 12 questions published in the local 
newspaper over a period of six weeks. 
The first 11 questions concerned New 
England colleges, while the twelfth 
question called for completion in 100 
words or less of the essay “I want to 
go to college because .. .” 

All entries were graded on content, 
neatness, grammar, spelling and orig- 
nality. First prize in the contest was a 
portable television set. As an added 
incentive, all contestants were invited 
to an open house at the bank and given 
a bonus of $1 added to the first deposit 
opening an account. 

The Fidelity Union Trust Company, 
Newark, New Jersey, meantime, is pro- 
moting children’s savings accounts by 
writing a personal letter to parents, as 
shown on page 28. It urges them to 
teach thrift in the home and offers the 
services of the bank in helping their 
children learn the value of saving. 
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Educator-Banker 
Conferences 

College educators recently were briefed 
on modern banking operations and op- 
portunities in meetings held at Chicago, 
Illinois and Dallas, Texas. 

The Republic National Bank, First 
National Bank, Mercantile National 
Bank and the Texas Bank and Trust 
Company sponsored a conference in 
Dallas for school officers from East 
Texas State Teachers College, North 
Texas State Teachers College and South- 
ern Methodist University. 

This pilot meeting was held to promote 
a closer working relationship between 
educational institutions and _ banking 
interests so that educators could gain a 
better understanding of the opportunities 
which exist for college graduates in the 
banking: field. 

In Chicago, a one-day seminar on the 
scope and challenge of banking was held 
with faculty representatives of 16 IIli- 
nois colleges under the auspices of the 
Association of Reserve City Bankers, 
Chicago area. It was held at the Con- 
tinental Illinois National Bank. 

A behind the scenes tour of bank 
operations, and individual conferences 
with department officers were among the 
highlights of the seminar. 
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Trading Stamp Books 
Give Savings New Look 

The long list of methods being de- 
veloped nationally to encourage thrift 
includes the redemption of popular trad- 
ing stamp books in the opening of new 
savings accounts. 

Under the copyrighted Super Saver 
Plan in use at the Society for Savings, 
Hartford, Connecticut, anyone can redeem 
a book of trading stamps, valued at $3, 
and give the teller $3 to open a $6 sav- 
ings account. The books of trading 
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WHAT'S 
GOING ON 
DOWN 
UNDER ? 





Expansion is the thing that’s pushing buildings into the 
Australian sky . . . new factories, city commercial blocks, 
huge national projects such as the Snowy Mountains 
Hydro Electric Scheme. Many American Corporations 
have established their industry in Australia and share the 
rewards of business in a rapidly growing economy. 
A.N.Z. Bank has helped many of these American 
Corporations . . . introductions, statistical information, a 
complete economics department are there for your use. 
Why not start thinking about business in Australia by 
writing for A.N.Z. Bank's 114 page book:— 


‘““AUSTRALIA’S CONTINUING DEVELOPMENT’’ 


mm A.N.Z. BANK 


AUSTRALIA AND NEW ZEALAND BANK LIMITED 
AUSTRALIA AND NEW ZEALAND SAVINGS BANK LIMITED 


Over 850 Branches and Agencies throughout Australia, New 
Zealand, in Fiji, Papua, New Guinea and in London. Agents 
throughout the world. 


Overseas enquiries should be directed to-— 


Business Development Department, 
General Manager's Office, 

394 Collins Street, 

Melbourne, AUSTRALIA. 


Ez, 
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Take Another Look 
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Arizona Banking 
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FIRST 
NATIONAL 
BANK 


Home Office 
Phoenix, Arizona 
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BANK SIGNS in 


BRONZE or ALUMINUM 





Your bank's nome in tasteful and enduring bronze 
or aluminum is a prestige-building ambassador. Names 
of your personnel on desk plates of impressive metal 


add dignity, too. 

INDIVIDUAL LETTERS 
IN ALL SIZES, METAL OR PLASTIC, 
provide ideal permanent signs for 
both inside and outside your build- 
ing. For finest metal signs, desk 
plates in metal and plastic, and 
display cases at most economical 
prices, write for our newest com- 
plete catalog today! 


———— 
2” x 10” one line of copy, $7.50 
2,” x 10” two lines of copy, $9.00 
on bronze easel — other styles available 
“Bronze Tablet Headquarters” 


UNITED STATES BRONZE SIGN CO., INC. 


570 Broadway, Dept. BC, 
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| non-farm workers 


stamps can only be used in the opening 
of accounts, but there is no restriction 
as to the number of accounts that a 
family can start, according to Charles 
J. Lyon, president-treasurer of the So- 
ciety for Savings. 

Mr. Lyon, who is president of the 
National Association of Mutual Savings 
Banks, added that the program provides 
an excellent means of acquainting the 
general public with the advantages of 
separate accounts for children, and for 
special purposes such as a home, college, 
car, and the like. 

Further details about the program can 
be obtained by writing to John B. Bis- 
sell, president, Super Saver Plan, Inc., 
207 Fourth Avenue, New York City. 
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Iliness-Absenteeism Study 

The cost of prolonged illness-absen- 
teeism to the nation, to business, and to 
individuals runs into billions of dollars, 
according to a five-year study of non-oc- 
cupational illness by the Research Coun- 
cil for Economic Security, Chicago, IIli- 
nois. 

Huge losses. The study, under the di- 
rection of Gerhard Hirschfeld, disclosed 
that prolonged illness among 52.4 million 
accounts for more 


| than $1 billion annually in sickness com- 


pensation and sick leave; medical costs 


of $700 million, of which $266 million is 








in medical payments by workers; a total 


| of 2,043,600 cases of extended illness- 


Now With 41 Offices | 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


absence each year; and a production loss 
equivalent to 453,000 men for a full year. 

Subjects covered by the study include 
rate of absence, duration and severity of 
prolonged illness, medical data on the 
types of illness, medical care, costs to 
individuals, industry, and the nation, and 
the role played by insurance protection. 

Privately financed. Financed almost 
completely through grants from private 
industry, the survey cost more than 
$250,000. It is expected to provide basic 
information for government, industry 
and labor, and the medical profession in 
developing programs to alleviate the ef- 
fects of prolonged illness on individuals 
and industry. 

Results of the survey have been pub- 
lished in a book entitled, “Prolonged 
Illness-Absenteeism.” It covers 145 firms 
with 193,856 employees, all of whom were 
studied and reported on for at least a 
year. 

The study is priced at $10. It can be 


| obtained from the Research Council for 


Economic Security, 111 W. Jackson Blvd., 


| Chicago 4, Illinois. 
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Promote Show Tickets 

The 48 offices of two New York state 
banks will become extra box offices for 
the theatrical version of “Showboat” 
when it opens its summer stand at the 
Jones Beach (New York) Marine Thea- 


ter. 


All locations of the Meadowbrook Na- 


_ tional Bank, Nassau County, and the 


Security National Bank of Huntington, 
Suffolk County, will have special mail- 
order forms on display and five of the 


New York 12, N.Y. | Offices will have personal representatives 


to serve the public. Both banks have 
bought blocks of seats as an incentive 
for persons to open new checking ac- 
counts. 

Spokesmen for the banks stated that 
the program will provide two benefits. 
It will encourage new accounts and also 
promote the theater as a community 
project. 
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Vacation Savings Promotion 

State-Planters Bank of Commerce & 
Trusts, Richmond, Virginia, is promoting 
its vacation savings club through lively 
newspaper advertisements urging people 








WAVE FUN ON YOUR NEXT VACATION / 


The sore. esse way a howe sommes leer 5 gles 








disor mrceees 

Keery > Wewks on 38 Wines 
Ste. 5 75.00 
$20 5 08 
$40 $v00.e8 
$10.00 $950.08 
$38.00 $500.0 














Have Vacation Funds for Vacetion Funt 


JOIN STATE-PLANTERS 
VACATION SAVINGS CLUB Now / 











Timely savings message 


to see new places, new people, new things. 

These clever, ads, as shown above, de- 
tail the ease of opening one of the sav- 
ings accounts, outline the various plans 
available, and pinpoint how conveniently 
deposits can be made at any of the eight 
branches. 
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Blanket Bond Table 


A new basic table for blanket bond 
coverage, showing amounts of insurance 
suggested for banks in certain deposit- 
sized groups, has been released by the 
Insurance and Protective Committee of 
the American Bankers Associaton. 

This table carries amounts considered 
as basic guides, rather than minimum 
coverages. It is the first table of this 
kind published by the A.B.A. since 1950, 
and reflects moderate increases in cover- 
age in each size group. 
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Newsworthy Tidbits 


Amos Hoff, director of the “Opera- 
tion Moonwatch” satellite observation 


Burroughs Clearing House 
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Observers test tracking equipment at satellite observation post 


station atop Valley National Bank’s sky- 
scraper home office roof is shown dis- 
cussing equipment with observers. The 
recently-dedicated station has. been con- 
structed, at the bank’s cost, to provide 
observers a site to track the first man- 
made satellite which is expected to be 
launched in Florida within the next 
several months. Excellent visibility that 
prevails in the Phoenix, Arizona area 
plus the unobstructed view provided by 
the station lead scientists to believe that 
“operation Moonwatch” observers may 
be the first to sight the sphere on its 
repeated tours through the southwestern 
sky. 


om 


Display windows of The First National 
Bank of Chicago, Illinois provide staff 
members the opportunity to display their 
arts and hobbies to customers and 
pedestrian traffic in downtown Chicago. 
Annually, the bank turns over its dis- 
play windows to show the handicraft 


and collections of its staff. This year 
51 employees entered items. 


a 


Cooperation with the Reserve Program 
of the Armed Forces earned a citation for 
The Bowery Savings Bank, New York 
City, from the Defense Department. The 
citation specifically praised the bank’s 
policy of granting leaves to reservists to 
fulfill their training obligations each year. 
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It’s radar for robbers in a new elec- 
tronics development designed by R. E. 
Chapin, Natick, Massachusetts, engineer. 
Based on the principle of radar, the new 
machine detects even the slightest move- 
ment of intruders in specific room areas 
and automatically sets off an alarm siren 
and turns on lights in the room. The ma- 
chine even detects the movements of small 
animals, cannot be tampered with without 
sounding the alarm, and automatically re- 
sets itself after movement ceases. 


Attractive display features work of staff on arts and hobbies 
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Checks Pop Up Like 
A Jack-in-the-Box! 


Lift the PENDAFLEX “Checkfiler” 
frame and folders out of the drawer, 
lower the folders on the check-lifter 
rod, and every check in the drawer 
sticks up in plain view, ready for quick 
distribution to statements! 


Here is speed and convenience possible 
only when checks are filed the new way 
in Oxford PENDAFLEX hanging fold- 


ers. 


Practically ends misfiling! No rummag- 
ing through hundreds of guides for a 
missing check. No re-alphabetizing of 
guides. Here is a saving of 25% on 
checkfiling costs, as now experienced 
by many prominent banks, names on 
request. 


See your local office supply dealer for a 
trial PENDAFLEX installation or send 


coupon for fact-filled case histories. 





Forty drawer PENDAFLEX 
Checkfiler installation at the 
Bank of Rockville Centre Trust 


Co. 


Oxford Pendaflex” 


CHECKFILER 


Oxford Filing Supply Co., Inc. 
100 Clinton Road 
Garden City, N.Y. 


Send Pendaflex catalog, 
CHECKFILER efficiency. 


and proof of 










































| Twelve Savings and Loan Associations Present Their New Look 


These new buildings and remodeled quarters feature some of the latest architectural themes 


















CENTURY 
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Cleveland, Ohio. Roman brick, concrete and porcelain enamel 
panels highlight the lines of State Savings and Loan Company’s 
new building. A drive-in window adjoins the parking area. 











Bank Building Corporation of America 








Santa Monica, Calif. Using brick and masonry con- 
struction, the Century Federal Savings and Loan 
Association has modernized an old building. The early 
American theme is carried out in the building’s interior 








with rich woods and ancient candelabra. A natural Corpus Christi, Texas. A front wall of glass is featured in the , 
red brick fireplace is featured in the hospitality corner new offices of the Corpus Christi Savings and Loan Association. 
of the bank lobby. All furnishings are in walnut A drive-in window is sheltered by the modern overhang 

















Detroit, Mich. A drive-in window and off-street parking are fea- 

tures of the new Metropolitan Savings and Loan Association. 

Glass predominates the modern exterior. Piped-in music, air 
conditioning and recessed lighting are other attractions 
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Bank Building Corporation of Amer 
Parkersburg, W. Va. Horizontal and vertical lines con- 
trast to provide an eye-catching remodeled exterior 
at Traders Federal Savings and Loan Association. The 











Kinston, N. C. Metal panels and an overhanging second floor attractive interior has also been renovated. The lobby 
give an imposing lock to the Home Federal Savings and Loan area is completely carpeted except for the stone floor- 
Association’s new home. Note drive-in arrangement ing in the customer lounge area 





32 Burroughs Clearing House 
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| Bank Building Corporation of America 
Boston, Mass. Clear plexiglass letters contrast with dark por- 
celain enamel on the remodeled front of the Summer Street 
office of First Federal Savings and Loan Association. The 
medallion on the side reproduces the Association’s emblem 
Bank Building Corporation of America 
- Ogden, Utah. Porcelain enamel, granite, and limestone 
Aj combine to present an attractive front at the Ogden 
vd Bank Building Corporation of haarten First Federal Savings and Loan Association’s re- 
Maumee, Ohio. Native ledgestone forms facing for vault, located modeled quarters. The main and lower floors have 
midway between first floor and basement of the new Home been completely renovated. Matched walnut paneling 
Federal Savings and Loan Association. Note use of glass to and trim have been added to the interior. There are 
> offer unobstructed view of interior from the street eight teller windows. Note compact display windows 














Russellville, Ky. Clever remodeling of a former garage makes an 

attractive building for the First Federal Savings and Loan 

Association. The exterior is faced with redwood and ledge- 
stone. It has large glass areas to attract the passerby 
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Bank Building Corporation of America 

















New York, N. Y. Redesigned exterior of the Ninth 
Federal Savings and Loan Association combines blue 





marble with cream granite. The attention-getting sign Bank Building Corporation of America 
is blocked in neon lights. The interior has been com- Elizabeth, N.J. Sweeping low lines and tilted plate glass 
pletely revamped to obtain much needed banking space. windows give an ultra-modern look to the new Kenilworth office 
Attractive new lobby is fully carpeted and features of City Federal Savings and Loan Association. The sloping roof 
recessed spotlights in the ceiling provides modernistic look in the interior of the building 
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While you were putting the car 





away last night... 


...our night staff processed 3000 cash items 


Some nights a man can make it out of the 
house, into the car, into the garage, and 
back in the house in about 4 minutes. 


Other nights (like the one pictured above) 
there’s an extra operation involved. Then 
it takes about 6 minutes. In those 6 min- 
utes, the night staff at the Continental 
Illinois in Chicago processed the impressive 
total of 3000 cash items! 500 per minute! 


Speed like this... volume like this...a 
system like this explains why many a check 
mailed to the Continental in the afternoon 
by banks from coast to coast becomes 
available funds the following morning. 

Our 3000 correspondent banks find this 
Continental service unique—and a real ad- 
vantage. We think you would, too. And 
we’d be happy to discuss it with you. 


CONTINENTAL ILLINOIS NATIONAL BANK 


and Trust Company of Chicago 
Lock Box H, Chicago 90 


Member Federal Deposit Insurance Corporation 


Burroughs Clearing House 
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Citizens Fidelity ranks 30th in dollar volume of correspondent accounts, 3rd percentage-wise 
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Some 40 per cent of this bank’s deposits are in the form of 
correspondent balances. Here are some very good reasons why 


By 
WILLIAM F. MILLER 


Vice-President, Citizens Fidelity Bank and 
Trust Company, Louisville, Kentucky 


As IS rather well known among 
bankers, our institution places partic- 
ular emphasis upon the accounts of 
correspondent banks. In consequence 
of close attention devoted to this type 
of banking for many years, we have 
developed a volume of correspondent 
accounts that constitutes an intensive 
coverage of the territory where we do 
business. In Kentucky, our home state, 
of 369 banks 322 maintain balances 
with us. 

From time to time both city and 
country banks have evinced an inter- 
est in the methods we use to serve our 
700 correspondents. This article is 
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being written for the purpose of an- 
swering such questions as have been 
most generally asked along these lines. 

Our approach to the subject stems 
from a basic philosophy, which in turn 
stems from some facts inherent in cor- 














respondent banking. First, corre- 
spondent balances quite naturally av- 
erage higher than the average of all 
ovher accounts in the bank. Second, 
their activity averages substantially 
less per dollar of deposits. They are ac- 
cordingly a most desirable class of 
business, and worth giving the utmost 
in service. This we undertake to pro- 
vide to the best of our abilities. 
Nothing else can take the place of 
prompt, efficient service, and in any 
service relationship nothing else can 
take the place of frequent personal 
contact. This is why we have a staff of 
five officers assigned to this depart- 
ment. The grist of day-to-day work is 
sufficient to keep at least two men fully 
occupied in a period when only routine 
matters can be expected, and this load 


Author (left) reviews program 
with President Lee Miller 
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LOUISVILLE, KENTUCKY 


August 20, 1956 


INTEREST RATES 
AS APPLIED TO BORROWERS - 


a number of our correspondents have been writing ue and talking with us regard- 
€ Interest rates as applied to their borrowers. 


We learned from ao mehy bankers that during the easy money market rates had been 
dpoed, and now with the tightening of the market, these banks have failed to keep pace 
increasing their rates of interest to their borrowers, 


tt would appear that we are now in a rather tight money market, and it would alec ap- 
ar that rates are going to further atiffen. That is evidenced by prime gommerical paper 
tos at 31/2%, an well ae 91 day Treasury bilie, on which the bill rate has recently 
owad to 2.62%, Furthermore, shor! term, that is nine months or less Governments, 

w yleid 2.77%, a8 compared with 1.95% one year ago. 


A high majority of recent Treasury issues are now gelling at a discount from their 
suing price, and the average for long term Governments, i.e. Febrysry 95's will have 
bid price of 96.12 ae againet a high for the year of 100.28. All of these factors have 
t a termendous pressure on the rate structure, and not only have rates moved up sharp- 
in the last year but rates appear to be atraining toward an even further raise, 


With the firmness of money, banks are becoming more aggressive in this area and tf 


@ borrower has any conception at all of the money situation, he cannot pull up a valid 
fence against such increase. 
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LOUISVILLE, KENTUCKY 


June 6, 1957 





TOBACCO 


A late, cool, wet spring somewhat delayed the transplanting of the 1957 crop of Burley 
wecco but, recently growers have made good headway in setting the crop in the fields and 
of this date, we estimate that from two-thirds to three fourths of the intended acreage 
¢ been tr d. The tr ing of the crop is farther advanced in Western Ken- 
sky and Tennessee than in Central and Eastern Kentucky but, thie all important work is 
ing pushed actively everywhere and a few clear days wil! permit farmers to finish setting 
‘crop in its entirety. Plants that have already been set appear to be healthy and are 
irting to grow, however, some compluints are heard, especially from Tennessee points, 
the prevalence of tobacco beetles and insects, as a result of the wet weather, Generally 
taking, however, the outlook for the crop is promising at this time. 





Exceasive rains during the firet part of May, interferred with the transplanting of the 
@ sucker crop but, fairly clear weather prevailed most of last week in these areas and 
»were of this type of tobacco lost no time in setting tobaceo. We estimate that approxi- 
ttely 90% of the intended acreage has already been transplanted, with good stands being 
tained most everywhere, Plante are plentiful and we are confident that the balance of the 
op will be set without delay. 


In spite of an abundance of rain during May, growera of Dark Fired tobacco were able to 
t plants in the fields in Western Kentucky and Tennessee and at the end of last week. close 
90% of the intended acreage had been transplanted. In some areas, where plants failed to 
@ after being planted, a fair amount of re-aetting is necessary and is now being done to 
tain better stands. Several sections, particularly in Tennessee, complain of the presence 
numberous insects which are causing some damage to the newly set plants. — days 
dry weather would arrest this situation and start the crop " growing, 


Yours very truly, 
WM. F. MILLER 


Vice President 


THE FOBACCO BANK OF AMERICA 





Circular letters to correspondents 
average two a week 


jumps considerably under some condi- 
tions. In peak periods, all five of us are 
at our desks ready to handle the work 
as it comes up. The rest of the time, 
two or three of us are out on the road 
-alling upon our friends in the region 
bounded roughly by Central Indiana, 
Southeastern Illinois, Kentucky, Ten- 
nessee, and the extreme south end of 
Ohio. 

Occasionally a visiting officer from 
some bank of comparable totals with 
our own asks whether this is not an 
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exceptionally large, and accordingly 


expensive, department to maintain 
solely for correspondent banking. In 
answer to that, we generally point out 
that we have only 5 out of 28 officers 
in the banking department, that frac- 
tional shares of a few other officers are 
properly chargeable to our depart- 
ment, and that 12 bookkeepers handle 
the correspondent bank accounts as 
compared with 24 bookkeepers for all 
other commercial and individual ac- 
counts. Of the bank’s total personnel 
of some 600 people, about 75 are there 
because of our department and the 
rest because of all other departments. 
Yet the correspondent bank deposits 
constitute 40.23% of total deposits. In 
view of those statistics, we feel that 
the department’s payroll and expenses 
are not too difficult to defend, whether 
or not these run higher than in other 
banks. Incidentally, in the most recent 
compilation of national statistics on 
correspondent banking, our bank was 
in thirtieth position for total corre- 
spondent bank deposits, and in third 
place for percentage of correspondent 
bank deposits to total deposits. 

Despite our staff of five officers, we 
do not succeed in making as many 
visits to our correspondent friends as 
we wish we might. To make up for our 
inability to cover the ground often 
enough, we try to have all of our 
people see practically everyone who at- 
tends any bank meeting or convention 
within our area. If the Tennessee con- 
vention is, say, in Nashville, the officer 
in our department who spends the 
most time in Tennessee will be at the 
convention for its duration. Probably 
two others of us will attend for the 
first day, then fly back to Louisville. 
En route, we will be passed by the 
other two members of the department 
on their way to Nashville. Thus, every- 
body gets at least a full day to see the 
bankers in attendance. 

To maintain frequent contacts, we 
also write a good many letters. The 
year-round average is in the neighbor- 
hood of two form letters per week to 
all correspondent banks. These range 
over a wide variety of topics, all the 
way from New Year greetings to de- 
tailed reports on the tobacco crop and 
market. Any topic that is of current 
interest to banks in our territory 
makes grist for this mill, and, within 
reasonable limits, the more the better. 
A banker who gets two or three letters 
from us in one week on matters of 
significance to himself and his bank is 
not going to feel neglected or forgot- 
ten by his city correspondent. 

Some of these letters deal with serv- 
ices available to correspondents, or 
with some useful gift we are sending. 
For instance, we send out each new 
edition of the area banking directory, 
imprinted with our name and with a 


letter telling the banker to expect it. 
We supply tax information, both as to 
state and federal taxes, and use either 
a letter or a combination of letter and 
booklet for the purpose. When Social 
Security was revised by amendments 
to the law, we sent out this material 
last summer. We offer miscellaneous 
free services, such as holiday signs for 
windows, and we periodically write to 
all correspondents asking whether 
they have adequate supplies and urg- 
ing them to send for more if needed. 


HEN Louisville telephone num- 

bers were revised last fall, we 
wrote the correspondent banks to tell 
them our new number and offer to sup- 
ply the new numbers of anyone else 
they might request. Our bank’s broad- 
cast of election results, invitations to 
luncheon at a time when many bankers 
will be in town, or almost anything 
else of pertinent nature results in a 
letter going out to the entire list. 

Government bond matters make up 
an entire large category of letters to 
correspondents. We provide safekeep- 
ing service to a large proportion of all 
these banks, which has the threefold 
advantage to them of keeping the se- 
curities in a strong vault, having them 
always at hand for delivery in the 
event of sale, and having them avail- 
able as collateral if any should be re- 
quired for a loan from us to the coun- 
try bank. 

Our bond department keeps our de- 
partment in close touch with all de- 
velopments in Governments. Thus, we 
are able to get out immediate mailings 
to correspondent banks which fre- 
quently give them the newest informa- 
tion even before they get word from 
the Treasury or the daily newspapers. 


Manuals explain in detail two of the 
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Departmental session, from left: Assistant Vice-President B. J. Talbott, 











Assistant Cashier H. M. Rose, Assistant Vice-President 


A. N. Sutherland, Vice-President Miller, Assistant Cashier Ray Corrigan, and Woodford H. Dulaney, manager, bond department 


The “department of banks” includes five officers; 70 other staff members assist in its operations 


Our bond expert also gives us the 
benefit of his judgment as to whether 
an issue offered in exchange should be 
accepted or whether the maturing is- 
sue should be cashed. We accordingly 
conclude our letter notifying the cor- 
respondent bank of the new issue, 
with a paragraph predicated on this 
opinion. It reads somewhat along these 
lines: “In the absence of any instruc- 
tions before Tuesday, February 5, we 
will exchange the securities that you 
have on special deposit with us for the 
334% Certificates due February 15, 
1958.” 

If his advice runs in the other direc- 
tion, we notify the correspondent bank 
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that in the absence of instructions we 
will cash the maturing bonds and 
credit the proceeds to his account. 
Since the managing officer of a very 
small bank is likely to be his own ste- 
nographer and extremely busy with 
everyday matters, the above type of 
instructions is a genuine convenience 
to him. Most such holders of bonds in 
safekeeping accept our implicit advice 
by letting us proceed as_ indicated 
without bothering to tell us officially. 

Mention of our safekeeping and 
bond maturity services for corre- 
spondent banks brings to mind an ad- 
vantage that accrues to our own bank 
from this source. With the bonds in 
our hands, the country bank can most 
conveniently handle its bond sales and 
purchases through our bond depart- 
ment. This produces a really substan- 
tial volume of profitable bond business 
for our institution. Also, it gains for 
the correspondent bank the benefit of 
the best advice at our disposal for the 
handling of his bond account. With 
few exceptions, the bond portfolios of 
such country banks proved to be better 
situated to withstand the shrinkage in 
market price than were the portfolios 
of most city banks. My personal belief 
is that the country banks paid more 
attention to the advice of our best 
bond man than did some of the invest- 
ment committees of big banks to the 
advice of their no doubt equally com- 
petent experts. 

Our department is responsible for 
an important volume of profitable 
business that comes to other depart- 
ments of our bank; this is mentioned 
not to brag, but rather to point out the 
sound business justification for main- 
taining a well-rounded department to 


handle correspondent banking. One 
goal of our department is to have as 
intimate contact as possible with the 
directors of our correspondent banks, 
and to that end we meet with their 
directors on appropriate occasions. 
The resultant volume of trust, bond, 
and commercial department business 
is amazingly large, in view of the fact 
that we never accept such business in 
competition with a correspondent. 


SMALL-TOWN businessman who 
has amassed a million-dollar es- 
tate is rarely inclined to leave its ad- 
ministration in the hands of the one- 
man trust department of the local 
bank, even though he is a director. 
When such a trust donor ‘is directed to 
us, we urge him to name his home- 
town bank as joint administrator with 
us, and generally carry our point. The 
smaller bank is useful in handling 
county-seat arrangements, gains rev- 
enue from this service, and also gets 
good publicity in the local newspapers 
for being named in the will. And its 
officers feel increasingly friendly to- 
ward us for our insistence that they 
have a part in the task. 
Similarly, we will not compete with 
a correspondent for either deposits or 
loans. When an over-limit loan comes 
to us through the smaller bank, we ac- 
cept only as much as they cannot 
handle, and we take it at the same 
rate. Thereafter, we hold to the same 
arrangement on future loans, and are 
scrupulously careful never to undercut 
the correspondent’s going rate for that 
borrower. We urge big customers of 
local banks to maintain their accounts 
with their own banks, and we accept 
See BANKING FOR BANKERS—Page 94 
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Banks and other financial organizations 
play a lead role in community growth: 
surveyed here are the principal... 


Hinancing Aspects ol 
DUSTRIAL DEVELOPME 





Mian. and varied are the induce- 
ments being lavished upon in- 
dustrial managements by area develop- 
ment groups. This article, however, is 
limited to a survey of some of the 
financing methods used by _ these 
groups, in attracting new plants to 
their communities or in helping al- 
ready established industries expand 
their operations. 

Development corporations and foun- 
dations have come to play a_ highly 
significant role in the country’s econ- 
omy. These groups are not new; the 
first ones were formed as far back as 
1900 and earlier. However, since the 
end of World War II their number has 
increased tremendously. Today, there 
are more than 3,000 such groups 
throughout the country. Today, also, 
some 46 of the 48 states have develop- 
ment corporations established by legis- 
lation to operate on a statewide basis. 

The growth of the development cor- 
porations is closely related to the post- 
war decentralization and expansion- 
modernization programs of American 
industry. According to surveys made 
by the U.S. Department of Commerce 
and the Securities Exchange Commis- 
sion, all business is currently spending 
at the staggering rate of $38 billion 
per year for plant expansion and mod- 
ernization. 

Between 1946 and the end of last 
vear, the manufacturing segment of 
American business made total outlays 
amounting to $111 billion. In 1946 
manufacturers were spending at the 
rate of $7 billion per year. Currently 
they are spending at the rate of $15 
billion annually. 

Last year John Rentz, of the re- 
sources analysis division of the U.S. 
Department of Commerce’s office of 
area development, reported on a survey 
made of some 2,100 industrial develop- 
ment corporations and foundations. 
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Over 60 per cent of them, he said at 
that time, had succeeded in giving 
financial assistance to industries that 
had been attracted to their communi- 
ties, or in helping already established 
industries to expand. 

In his report, Mr. Rentz cited the 
three principal methods in which de- 
velopment corporations give financial 
aid as: 1. outright gifts of money to 
prospects, 2. cash loans at a reasonable 
rate of interest, and 3. real estate and 
construction enterprise. 

Only infrequently, it was found, will 
the corporations make a loan if a local 








‘| 


bank or other financial institutions will 
take the risk. 

A group in Wisconsin is devoted 
solely to the lending technique and 
extends loans for all the customary 
reasons: buying sites, buildings, ma- 
chinery, raw materials; building fac- 
tories or additions to existing plants; 
remodeling or improving plant or site; 
refinancing, ete. In contrast to this, 
another group in Texas will make 
loans only for building purposes. 

In 65 per cent of the case studies 
the rates of interest and repayment 
terms are identical with local, normal 
practice. The local development grouy 
simply accepts greater risk than would 
a bank, savings-loan association, in- 
surance company, etc. Often, however, 
the term of the loan or the interest 


Survey indicates varying methods of financing new plants 
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Summary of Case Studies in Community Financing 


Method of financing 







































































Ist mortgage | 2d mortgage | Development | 
6 ac! haa (name oe one: ane —- ———| organization's ; 
Total | Per- equity Avail- 
Case) cost Percent | cent able 
No.| of Mort- of Mortgage Mort- of | Mortgage | Percent tenant 
| | faetory gage factory holder gage fac- | holder of 
total cost total tory Total factory 
| | cost cost 
_—_- ———E --—--——_! ensieainnintl inate | a ce 
*1 |$ 295,000 |$ 100,000 34 Banks ....($ 61,000 | 20 | Debentures.. $134,000 | 46 | Yes 
*2 | 500,000 | 425,000 85 Insur. Co..... SOLS (ee See ae | 15 | Yes 
*3 | 300,000 | 255,000 | 85 Insur. Co..... ae a eas 15 | Yes 
*4 700,000 420,000 60 Banks .......... 55,000 | 36 | Debentures. 25,00 4 | No 
#5 | 181,000 90,000 | 50 Banks 30,000 16 Debentures..| 61,400 34 | Yes 
*§ | 110,000 50,000 | 45 Banks 60,000 | 55 Debentures..| .............. cad Yes 
7 | 194,000 | 116,400 60 | Banks __...... Py EVA Wee ...| 77,600 40 Yes 
8 | 900,000 900,000 | 100 | Debentures.. pail Select codec a | Yes 
9 |1,300,000 |1,000,000 77 Banks Ce Ee, Fae 23 | No 
10 | 181,000 | 108,600 | 60 Banks ........... 125,000 | 40 | Debentures..| um tae 
11! Unknown) 54,000 Tae Banks .| Unknown! Debentures..| -............. ao ee 
12 |1,000,000 | 800,000 80 SES: SERED Pee eee 20 | Yes 
13 | 65,000 20,000 | 31 Banks __...... ES: Ete EOE 69 | Yes 
*14 | 85,000 55,000 | 65 a es ae Ss RAS ES _..., 80,000 35 | No 
*15 | 125,000 60,000 | 48 | Banks.........|. 40,000 | 32 | State............ 25,000 20 | Yes 
16 162,700 80,000 | 49 | Banks ....| 33,000 | 32 State 29,700 19 | Yes 
*17 68,000 35,000 51 | Banks D ele Sa oak 33,000 49 | Yes 
*18 30,000 20,000 | 67 | Banks am 10,000 | 33 | State. Be a a ns | Yes 
19 800,000 400,000 | 50 | Insur. Co....., 400,000 50 Debentures = setae Yes 
20. 500,000 | 400,000 80 | Insur. Co... 100,000 | 20 | Debentures eS a= | Ses 
21 | 500,000 | 350,000 70 ~'| Banks cS ain a ie eee 30 Yes 
22, 100,000 60,000 | 60 | Insur. Co.....| -............- a otras 40,000 40 Yes 
23 160,000 | 100,000 63 | Insur. Co. 20,000 | 12 | Tenant 40,000 25 Yes 
*Same Community Organization. 
Burroughs Clearing House 

















0 THE COMMONWEALTH OF PENNSYLVANIA 


KNOW MISSISSIPPI 


Pennsylvania Industrial Development Authority announces 





100% financing 
for your new plant 


through Pennsylvania’s Community-State Building Programs 


A message to manufacturers seeking a new plant site Ad ta on P1D_A,. Ind Mortgage Loans 
25-year, 2° wre > as Loan > > 
New 25-year, 2% interest Second Mortgage Loans by the Minimum iaterest rate, 2°% per annum 
Pennsylvania Industrial Development Authority offer unique at . ‘ 
“ TANI term, OS years. 
assistance to community industrial programs assure low : 
rot 100% financing of your new plant in Pennsylvania \ealable on up to 30% of industrial plant construction 





Added to commercial First Mortgages, plus funds sup 


plied by local communities — these new loans can substan Made to non-profit community corporations organized to 

tially reduce demands on your working capital encourage local mdustrial development. The Authority does 
Over 70 Pennsylvania communities now have fund coming Hot engage im direct construction er ownership 

experience in organizing and capitalizing mdustrial build- Limited to Labor-Surplus Areas — assuring a plentiful sub- 


ings. As a businessman, you work dircetly with these com- 
munities and private lending agencies. 

You specify plant construction details. You have the 
choice of purchase, lease-purchase or straight leasing ar- 
rangements on highly attractive terms. You select the type of 
community that best suiy your location requirements. 


How PAD.A. 2nd Mortgage Funds “clove the 
financing gap” on Industrial Plant Construction Costs ~ 


Subsernbed by local non-profit community-sponsored 
huilder-owner corporations 


ply of skilled labor and low labor costs from stable, pro- 
ductive, permanently -rooted small town people. 


And as a further service — 
Pennsylvania's new Industrial Development Services will 
“custom tailor” a new plant plan just for you will 
® Analyze your financing with relation to Pennsylvania's 
Community Industrial Construction Program. 
* Supply you with data on available industrial plants. 


* Arrange site and plant inspection tours 





COOPERATION AT THE STATE LEVEL 


will help plan and build your new plant in Mississippi 


There's a good climate for in- 
dustrial growth down in Missis- 
sippi. Our friendly towns and 


helpful people make the living 
good tor all, You will find an extra 
measure of safety and security for 
your enterprise in the cooperative 
and fair-minded attitude of state 
and local governments 

Under Mississippi's famed BAWI 





Just as important as these direct 
encouragements to industrial de- 
velopment by local communities is 
the fact that every effort is made 
by the Governor, the Legislature 
and all responsible state officials 
to operate our State government 
on such a high plane of service 
stabjlity and economy as to leave 
no doubt in the minds of capitalists 
and industrialists of the nation that 
Mississippi is a sound, safe and 
outstanding place in which to lo 
cate and operate — a place where 
they will receive fair and equitable 
treatment under sane and just laws 


Mississippi offers industrial 
enterprises the happy combination 


materials, and an adequate reser 
voir of manpower. All are here 
for many kinds of manufacturers 
and the facts are available to you 
for the asking. We maintain in 
dustrial engineering and market 
research departments which can 
answer your specific questions in 
a competent manner 

Would you like to know Missis 
sippi’s potential for your new plant? 

When considering a new plant 
please write me for the facts you 
need. 1 will be helpful in every 
way that I can. We want you to 
know Mississippi 











2nd Mortgage Loan, Pennsylvania Industrial Devel ® Most important, will prepare a report specially tailored progr we can finance your new 
opment Authority 30) to your individual requirements on such vital engi- plant in a community of your own 
Ist Mortgage Loan obtained from banks, insurance neering and economic factors as labor . . . markets choosing. and grant you tax exemp 
companies and similar lending institutions 50° transportation power fuel raw materials... tions of five to ten years 
total tnancing through local subscriptions and mort — local community characteristics jut our Balance Agriculture 
gauges without cash investment by the manufacturer. LUO% Your inquiry will be served in strict confidence With Industry program goes deep 
er than tinane it is the means 
for developing understanding and 
110 community-sponsored inc plant Fur more detats, write of call: Pennsylvania Department of Commerce full cooperation among govern- 
constructed in Pennsylvania Since 1945, Penns; {vara Industrial Devel se Auth . ment, management and labor 





Ma ui 
Harrisburg 11, Pennsyly ans 


“Plant” your business in Pennsylvania and prosper! ¢ 





for a profitable plant operation 
proximity to markets, a wealth of 


‘ GOVERNOR OF MISSISSIPR: 


Mississippi Agricultural & Industrial Board 


STATE OFFICE BUILDING, JACKSON, MISSISSIPPI 





Typical of extensive promotion outlining financial offers of development groups 


rate is slightly more favorable than 
could be obtained from one of these 
institutions. 

It was found further that over 75 
per cent of the nation’s active indus- 
trial development groups employ the 
real estate and construction tech- 
niques. In this, where adequate indus- 
trial sites are scarce, the corporations 
obtain options, or frequently buy land 
for future development. They then 
hold the land for sale, lease, or even an 
outright grant to industry. 

In many instances, in widely separ- 
ated parts of the country, local organi- 
zations develop an organized indus- 
trial district. This is usually an area 
set aside for a community of indus- 
tries, already subdivided with utilities, 
streets, rail sidings, etc. installed. 

Some groups have purchased fac- 
tories and rented space to industrial 
customers, while others have sold the 
entire building whenever a prospect 
wished to buy. One Arkansas group, 
acting in the role of middleman, 
brought, a buyer and seller together 
on a piece of land. When the owner and 
customer could not agree on the price, 
the Arkansas foundation bought the 
land at the asking price, sold it for the 
price offered, and sustained a $2,500 
loss. Even so, in that way the com- 
munity obtained a 300-man plant with 
an annual payroll of over $900,000. 


July, 1957 


An Oklahoma corporation, backed 
by local realtors, openly entered the 
industrial real estate business and sold 
a plant for a local citizen. Within 12 
months after the new firm moved in, 
275 houses were sold, whereas only 60 
had been sold the year before. 

A New England community bought 
the buildings of a single manufacturer 
who was closing down his 11,000-man 
operation. The foundation rented out 
nearly 60 per cent of the space to 124 
firms employing nearly 12,000 people. 

Many organizations construct plants. 
In most cases this work is done after 
a prospect has been signed to a bind- 
ing contract or a lease arrangement. 
The organization builds in accordance 
with its customer’s specifications, if 
the specifications are within reason 
and will not make the plant unsuitable 
for different use in the future. 


XPERIENCE proves that banks 

and insurance companies will give 
first-mortgage loans ranging from 30 
per cent to 85 per cent of the value of 
these plants. Some wealthy develop- 
ment groups, however, have covered 
100 per cent of the cost. 

A somewhat lesser number of devel- 
opment groups builds plants on a spec- 
ulative basis. They put up the shell of 
an unfinished building and hope to at- 
tract a customer by virtue of having 


an immediately available building 
easily convertible to his use. Organiza- 
tions in Albert Lea, Minnesota; Co- 
lumbus, Nebraska; Lowell, Massachu- 
setts; and Toledo, Ohio, among others, 
have found that this method works. 
The erection of plants has a definite 
appeal to some types of industries. 
Management is not always willing to 
spend its capital on bricks and mortar, 
but prefers to invest in raw materials 
and machinery. In addition, there are 
certain tax advantages enjoyed by a 
firm operating in rented quarters. 
Under this arrangement an indus- 
trial development corporation erects a 
plant and retains title, until the occu- 
pant wishes to buy. The building is 
rented to the firm for a long term at a 
reasonable rate, and with an option to 
buy at a price that will give the devel- 
opment group a small profit. 
Appearing in newspapers and peri- 
odicals are an increasing number of 
ads that describe the financial offers 
of local and state development groups. 
Two current such ads include one 
sponsored jointly by the Pennsylvania 
Department of Commerce and the 
Pennsylvania Industrial Development 
Authority, and another sponsored by 
the Sacramento County (California) 
Chamber of Commerce. 
The ad being run by the Pennsyl- 
See INDUSTRIAL DEVELOPMENT—Page 96 
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Fibreglass screens give privacy to trust department work areas 








Marble combines with black walnut for rich effect at First 


Western’s new main office 


First Western Bank and Trust Company 


san Francisco, California 

The new San Francisco Main Office at 
the corner of California and Montgomery 
Streets is a striking landmark in the city’s 
financial district. 

The spacious U-shaped banking room 
has been designed to create a friendly at- 
mosphere for both customers and the bank 
staff. The 26 teller windows are lower 
than customary, and the cages have been 
designed so the teller can always face the 
customer in handling any transaction. Al- 
so, special training for the 28 women 
tellers has included a course at San Fran- 
cisco’s House of Charm; here they have 
learned the latest techniques in grooming, 
hair styles and wardrobe planning, with 
emphasis on voice and personality training. 

Other features for the benefit of cus- 
tomers include a special sit-down check 
desk with four leather chairs; air-condi- 
tioned telephone booths, and a lounge sec- 
tion for women. Music is piped into the 
banking room as well as in work areas. 

An innovation in the trust department 
are movable plastic fibreglass screens with 
decorative floor-line planters, which give 
flexibility to desk arrangements and pro- 
vide semi-private offices. 

The new main office is another step in 
the rapid. growth of the First Western 
statewide banking system. From assets of 
$798 million and 54 offices when it was 
organized in 1954 year-end, it now has 
$909 million in assets with 93 offices. 























The United States National Bank 
Denver, Colorado 


There are features galore in this Denver 
bank’s new $2,000,000 home, located in the 
Mile High Center. 

First to be noted is the large bronze 
bas-relief map of the United States on 
the exterior. On the parking lot side there 
is to be the nation’s first electronic ther- 
mometer. 

Suspended from the ceiling in the recep- 
tion lobby is a scale model of the bank, to 
direct people to various departments. The 
check writing desks have built-in adding 
machines tilted so that the keyboards are 
flush with the surface. Architect James 
Sudler has applied for patents on the de- 
sign of the bronze coin dispensing cups. 

Offices of the top executives are seen 
through glass walls, to give privacy with 
“open feeling.” The large table in the 
board room can be converted into small 
tables for informal dining. 

A master clock, controlling 24 clocks in 
the bank, is connected by shortwave radio 
with the Bureau of Standards clock in 
Maryland, and is corrected each hour ‘to 
within one millionth of a second. Lighted 
floor indicators in the passenger elevators 
show the function of the floor instead of 
the floor number. 

Rapid growth of the bank since 1954, 
under President Roger D. Knight, Jr., 
made the new quarters a “must.” 








United States National’s exterior features sculptured map 





Built-in adding machines provided 22 teller windows assure fast service for Denver bank’s customers 
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Rotunda annex, “island” drive-up windows, are part of $2,000,000 expansion program 


Central Bank and Trust Company. D house the savings and checking account tellers among its 


activities. There will be five drive-up windows on the outer 
In Denver, a $2,000,000 project will add an eye-catching _ rim, and five “island” drive-ups with connecting tunnels. 


| rotunda to Central Bank’s present building, and “‘motorize” The present Central Bank building will be modernized; 
. it with drive-ins and a 100-car parking lot. one feature will be the employee area with lunch room, tele- 


. The rotunda, a radical departure in bank design, will vision corner and terrace overlooking the rotunda. 

















Beautiful new addition to Miami skyline being erected 








Two years of study and planning have 
given way to action on this Florida 
institution’s new building, which will 
provide twice the floor space now being 
occupied. The bank will use the broad 
three-story base surmounted by a four- 
teen-story office tower for tenants. 

A major portion of the public facili- 
ties will be on the first floor for maxi- 
mum convenience. There will be twelve 
drive-in-windows, and four split level 
parking areas accommodating about 35! 
cars. 

The new building’s staff facilities will 
include a modern cafeteria that can be 
converted into an auditorium seating 
800 persons. 
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New Fifth Avenue landmark replaces historic bank office 


The Bank of New York 
New York City 


On the site of the famous old 
brownstones it formerly occupied, 
the Fifth Avenue Office of this Man- 
hattan institution is now a part of 
the 25-story Bank of New York 
Building erected by the Metro- 


politan Life Insurance Company. 

Incised in a marble panel in the 
main banking room is a gold-lettered 
reproduction of the advertisement 
in 1784 announcing the forming of 
New York’s first bank. 

Another feature is a reconstruc- 
tion of the Gold Room, famous la- 
dies parlor of the old building. 


Attractive newcomer planned for Monument Circle in Indianapolis 
























Wachovia Bank and Trust Company 
Charlotte, North Carolina 


The 15-story building being erected in Charlott 
by North Carolina’s largest bank is said to b 
the Southeast’s first “tower” structure, and th 
first in the United States to make use of pris- 
matic pre-cast concrete panels in its construction 
The panels reduce glare, create an unusual effect 
Their surface will be finished with small, vari 
hued stone fragments which will give a textured 
appearance of soft-colored marble. 









15-story tower for Charlotte 
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Fidelity Bank and Trust Company 
y Indianapolis, Indiana 


a A target date of July 1, 1959 has 
been set for its 12-story building to be 
erected on Monument Circle in down- 
town Indianapolis. The bank’s main 
office will occupy the first two floors, 
with the balance being rental offices. 
ts A 480 per cent growth in assets in the 
- past decade prompted the expansion 


move. 
E One feature of the building design 
er is the fact that it will be set back 


about 15 feet to permit a vertical plan 
y and still keep within the 150 foot 
maximum height allowable on the Cir- 
cle. The area in front of the building 
will be landscaped. 

There will be basement parking fa- 
cilities for approximately 150 cars. 
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Instalment credit is one of the greatest 
community services, says this banker 
after 33 years’ experience 





Vora. Minnesota: 


By 
FRANK P. POWERS. 


President, Kanabec State Bank, 
Mora, Minnesota 


HAT can instalment lending 

mean to a country bank? It can 

become one of the most profit- 
able activities in the earnings picture. 
It can be one of the greatest services 
a bank can provide the entire com- 
munity. And, it can continually attract 
new customers to the bank. After 33 
years of actively promoting instalment 
financing in this small rural Minne- 
sota town, the Kanabec State Bank 
has enjoyed all of these benefits, and 
we look for even more profitable years 
to come in the highly attractive instal- 
ment credit field. 

We have seen the farmers, the vil- 
lage and our bank grow steadily from 
a type of “‘progressiveness” that other 
banks have regarded as too risky. To a 
degree, we have had to sell residents of 
our area on the advantages of instal- 
ment buying and we have, in the past, 
been instrumental in promoting farm 
mechanization and property improve- 
ments. But there is real satisfaction in 
seeing surrounding farms successfully 
develop a diversified farming industry, 
in knowing that our merchants have 
used our financing services to build 
successful businesses, in knowing 
farmers and townspeople alike are en- 
joying modern automobiles and ap- 
pliances, and finally, in watching bank 
earnings climb. Instalment lending has 
been largely responsible for the giant 
strides taken by the entire area’s econ- 
omy. 

When we point to 33 years of ex- 
perience in the instalment loan field, 
we look back to a beginning period 
when this means of financing was all 
but unheard of in banking. While 
operating a bank in a tiny hamlet near 
Mora, we first became interested in 
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Loan department: small loans are handled with other credits 


handling the financing of new auto- 
mobiles. After the money problems of 
1921, the public was turning to a term 
basis of paying for new cars with the 
auto dealers selling the paper to the 
finance companies. In 1924, we con- 
vinced a few local dealers that our 
bank could serve their customers more 
economically and conveniently. We in- 
stituted the program by obtaining 
dealer guarantees on the loans, and by 
setting up dealer reserve accounts 
which we could control in the event of 
an emergency. (Finance companies 
later added this reserve account prac- 
tice to their operations.) At the time, 
our bank’s deposits stood at $140,000, 
in Quamba, a community of less than 
100 people. 

We were immediately impressed 
with the promptness of instalment pay- 
ments. Still unfamiliar with this type 
of financing, we nevertheless doubled 
our efforts to gain more new car con- 


tracts. In three years’ time, our instal- 
ment loans totaled $250,000. 

Even our veteran bank examiner be- 
came appalled at the volume of loans 
we had built up under this “new and 
untried” means of financing. He ques- 
tioned the credit rating of several of 
our borrowers, cautioned us against 
further lending, and predicted dire 
results from the risks we were taking. 
On his visit six months later, he was 
unmoved in his predictions, seeming 
to doubt that payments were being 
made regularly. Still another six 
months later he admitted his amaze- 
ment over the apparent success of our 
program and for years expressed his 
wonderment over the activities that he 
first believed were somewhat less than 
sane, let alone sound. Neighboring 
banks, and, for that matter, banks 
throughout the country, were just as 
skeptical of our operations and for 
many years refused to recognize this 
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Mr. Powers credits much of Mora’s economic progress to the bank’s instalment lending activity 
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Now a third of total loan volume, 46 per cent of loan income 


profitable instalment credit field. 
We soon realized that floor-planning 
dealer inventories of new cars, while 
not alway profitable, was an integral 
part of the plan to help the dealer. 
Used car inventories, a real problem 
if the dealer was unable to keep trade- 
in allowances in his favor, and a 
greater problem if he was_ not 
equipped to move cars promptly, still 
remained as one of the more profitable 
aspects of instalment financing. More 
used cars are sold on a time basis than 
are new models, offering the bank a 
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greater volume of contracts, and con- 
tacts with new customers, plus a 
higher rate of income. 

In 1932, the bank was moved seven 
miles to Mora, a town of 2,500 today. 
At the time, deposits stood at $317,- 
000. A year earlier, auto dealers had 
suffered financial problems and we 
were particularly fortunate to have 
a good-sized volume of instalment 
loans on the books at the time. Pay- 
ments continued on a regular basis 
during this period when many country 
bankers could find little money to lend. 


The negligible number of loans that 
did go bad were covered by reserves. 

‘When the Federal Housing Admin- 
istration’s National Housing Act was 
enacted in 1934, we were ready to 
qualify immediately for this type of 
financing. With a history of successful 
instalment lending behind us, we wel- 
comed this opportunity to fatten bank 
earnings while aiding our present and 
potential customers. I was named a 
liaison officer for the FHA in the State 
of Minnesota and spent considerable 
time discussing the advantages and 
opportunities of the newly-created 
government guaranteed loans. Still I 
found the same apathy among country 
bankers who opposed instalment lend- 
ing and were unwilling to promote 
actively loans that they continued to 
believe represented a radical departure 
from conventional banking. 

Unmoved by their skepticism, we 
publicized Title I and II loans and ap- 
proved loans for people with little 
credit rating. On Title I loans during 
the first 12 years of the program’s 
existence, our claims amounted to less 
than $200 on over $125,000 in paper. 
The people who were given loans on 
virtually no credit status are now loyal 
customers and many of them are sub- 
stantial depositors. 

Title II loans have been equally suc- 
cessful. Only one mortgage had to be 
foreclosed on $200,000 in loans during 
this initial 12-year period. 

Again, promotion of FHA loans in- 
troduced many new customers to the 
bank. Opponents of the government 
programs who find fault with the 
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Pleasant reading: 
Looking on, from left: Cashier R. L. Nikodym, Vice-President Frank J. Grahn, 
Assistant Cashier J. Russell Klosner. 


Mr. Powers points to earnings report on instalment loans. 


Instalment credit is seen as major opportunity for country banks 


alleged red tape in the government 
programs are, I believe, merely build- 
ing a case for their stand against this 
method of financing. We have found 
the FHA administrators particularly 
cooperative. But more important, we 
have been able to assist many area 
residents through this program. So 
well received has been the FHA plan 
that our customers now insist on it. 

In 1938, we expanded our instalment 
loan activities to include the financing 
of home appliances and farm equip- 
ment. Again we were pleased to find 
that our judgment had been well- 
founded. In the first year of handling 
farm equipment paper, instalment 
loans totaling $75,000 were handled 
without a single incidence of trouble. 


.YHE farming industry has provided 
an interesting aspect of consumer 
credit. When we first introduced loans 
on farm equipment, local farmers were 
hesitant to take advantage of the plan. 
This field of financing was considered 
extremely hazardous as farms were 
small and farmers themselves feared 
that they could not adjust their earn- 
ings to meet monthly or quarterly 
payments. They further predicted that 
the rocky, cut-over terrain represented 
too difficult a problem for good tractor 
operation and were convinced that 
horses were the best answer for work- 
ing the soil. But, with other types of 
farm mechanization taking hold, the 
tractor was not to be ignored and 
farmers began turning to us through 
dealers for instalment loans on the 
rugged, more efficient, iron horses. 
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The close of World War II brought 
a great deal of interest in heavy ma- 
chinery for clearing land, moving 
houses and building roads. Willing to 
help with the financing arrangements 
for this more expensive equipment, we 
were restricted by state law to loans 
of 15 per cent of the bank’s fully-paid- 
in capital and surplus to any one bor- 
rower. Through participation loan 
agreements with correspondent banks, 
we were able to obtain the necessary 
funds and still gain a modest profit. 

The end of World War II was to 
bring still another opportunity to en- 
large our loan portfolio. The Veterans 
Readjustment Act, more popularly 
called the GI Bill, was to prove a boon 
to those country bankers who were 
unafraid to think progressively and to 
do business with the so-called red tape 
administration. This program offered 
the small bank still further means to 
introduce its services to the commun- 
ity, and to aid in the economic develop- 
ment of the post-war building surge. 
Our own achievements in this field 
have been gratifying. From the start 
of service separations, we made it a 
practice to write to every returning 
serviceman, outlining our services and 
inviting him to discuss his future 
plans with us. Loans made to veterans 
have been liquidated satisfactorily to 
prove again the soundness of regular, 
budget payments. 

Our small bank made over $500,000 
in GI loans with a single claim being 
processed on a $260 truck transaction. 

Earlier, in 1942, we established the 
Kanabec Credit Company to obtain ad- 


ditional funds for livestock and ma- 
chinery loans to farmers. These loans 
were re-discounted through the Inter- 
mediate Credit Bank. Although our 
earnings on these loans were held to 
three per cent, this program enabled 
us to provide some $250,000 to area 
residents. 

A necessary part of any all-out en- 
deavor to provide the greatest finan- 
cial assistance to a community is a 
constant and effective advertising- 
public relations program. Since the 
early days of instalment lending, we 
have turned to newspaper advertising, 
display posters, bill boards and direct 
mail to promote our loan department. 
This, we believe, is quite a program 
for a country bank. Our officers are 
assigned to be present regularly at 
meetings of local commercial clubs, the 
Parent Teachers Association,, Farm 
Bureau, the Grange, Cooperative 
Creamery groups, etc. We have also 
promoted meetings between dealers 
selling building materials, farm equip- 
ment and other durable goods. 


HERE is no need for a separate de- 

partment for instalment loans. 
They can easily be handled with other 
bank loans. Our loan department offi- 
cers are authorized and urged to grant 
immediate approval to any loan that 
they believe is sound. They are also 
directed to reject promptly credit for 
borrowers who cannot meet our mini- 
mum requirements. Prudent guidance 
for those borrowers seen headed for 
financial trouble has made fast friends 
of these people and they, in most cases, 
have returned to the bank for further 
assistance when their credit picture 
has improved. 

Instalment loans, comprising one- 
third of our loan volume and 46 per 
cent of loan income, now stand at 
$800,000 at the present time. True, we 
have experienced our share of risks, 
but careful attention to the borrower’s 
potential and to collection methods 
have developed this activity into one 
of the most profitable of all our bank 
services. In the first 20 years of in- 
stalment lending, our total paper of 
this type amounted to over $4 million. 
What were our losses? A fantastically 
low one-hundredth of one per cent, or 
less than $400. We are happy to say 
that this nearly non-existent loss per- 
centage continues to the present day. 
But the good will that the program has 
fostered cannot be figured in dollars 
and cents. Neither can we accurately 
appraise the amount of new business 
that this program has brought to our 
bank. What we can estimate is the re- 
sponsibility for a large part of the 
economic development of our farms, 
merchants and townspeople. 

Our attempts to gain all of the avail- 
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SEE COVER: Senator Byrd 
greets Secretary of the Treas- 
ury George M. Humphrey as 
Senate Finance Committee 
hearings on money and credit 
policies get under way. 





Byrd Hearings Strive 
For High Standards 

Political squalls and cross-currents 
have marked the Senate Finance Com- 
mittee hearings on Federal fiscal and 
debt management policies, but there 
is an underlying sense of deep respon- 
sibility which will undoubtedly guide 
the final outcome of the study. 

Under its chairman, Senator Harry 
F. Byrd, the Committee has operated 
under a rule of self-discipline. This 
has been no battle-royal. The time- 
consuming “Will the Senator yield?” 
practice was outlawed at the outset, 
so that the record of hearings can be 
expected to produce a connected story. 

There is no haste in this inquiry. 
The Aldrich Commission which went 
over the same ground nearly 50 years 
ago took four years to accomplish the 
enactment of the Federal Reserve Act, 
and no one has come forward to deny 
that the patience and toil expended in 
the earlier endeavor paid off hand- 
somely. 

President Eisenhower’s original pro- 
posal was for a non-political inquiry by 
a Commission of “outstanding citi- 
zens.”” The President’s proposal was in 
accord with the recommendation of 
the 27-man Advisory Committee which 
aided the Senate Banking Committee 
in the drafting of the Financial Insti- 
tutions Act of 1957—now cleared by 
the Senate and pending before the 
House Banking Committee. But it soon 
became clear that the insulation of 
fundamental national policy matters 
of such importance as money and 
credit supply simply cannot be insu- 
lated from politics. 

That there was turbulence in the 
waters was demonstrated when the 
President’s plan ran into fatal opposi- 
tion in both the Senate and House 
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Banking Committees. In the Senate, 
Committee Chairman J. William Ful- 
right, Democrat of Arkansas, stated 
flatly that he was against it. 

In the House, Speaker Rayburn took 
the angle that he would not condone 
‘letting the bankers investigate them- 
elves.” He announced his support of 
he resolution by Rep. Wright Pat- 
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By JOHN DONOGHUE 


Washington Correspondent 





ROBERT B. ANDERSON 


Popular choice for Treasury 


man, a fellow Texas Democrat, to re- 
fer the matter to a House Banking 
Subcommittee, of which Mr. Patman 
would be the chairman. The matter 
was put to a House vote and decisively 
defeated. 

So, in football parlance, it was a 
loose ball, and Sen. Byrd seized upon 
it. But he did not undertake to sprint 
with it; to the contrary he made clear 
his appreciation that this was a his- 
toric undertaking, and he intended to 
treat it with thoughtfulness and re- 
spect. He realized, however, the neces- 
sity to permit political viewpoints to 
be expressed, as well as the financial 
and economic. 

The hearings have developed, under 
Sen. Byrd’s expert chairmanship, an 
unprecedented stature of objectivity 
coupled with free expression of parti- 
san political opinion. The fact is that 
“tight money” is the principal domes- 
tic issue which the Democrats are 
developing for use in the coming 1958 
Congressional campaigns, and on this 
issue the duel for the Presidency in 
1960 may likely be decided. Moreover, 
on the Democratic side of the Finance 
Committee, there are at least four 
Senators with White House ambitions: 
Senators Kerr of Oklahoma, Long of 
Louisiana, Smathers of Florida and 


Gore of Tennessee. With such a line- 
up, how could the chairman filter out 
political angles by parliamentary rul- 
ings? 

Added to this is the principle, deep- 
ly rooted in American democracy, that 
all viewpoints have a right to be heard 
—more than that, the people have a 
right to have all viewpoints ably pre- 
sented. Secretary Humphrey, the first 
witness, fully supported this principle. 
He opened the testimony by presenting 
a 50-page documentary analysis of his 
stewardship of the finances of the 
United States Government, challenging 
any or all to attack it. 

Sen. Byrd was the first to attack it. 
He did so sharply and incisively. He 
cross-examined on the basis that the 
questions being asked must  neces- 
sarily be asked and answered; if the 
product of this inquiry can hope to 
have the stature of the Aldrich Com- 
mission that lasted 50 years, there 
can be no shielding of personal feel- 
ings. Political angles must have full 
exploitation because no political or 
economic segment of opinion can be 
choked off, for that would impair the 
permanence of the product of the 
Committee’s work. 

As a final item, it should be noted 
that both Secretary Humphrey and 
Senator Byrd are writing, in this 
inquiry, their own rock engravings. 
They are jointly and deeply devoted 
to the preservation of a free-market 
economy. Some variance of views 
arises in the choice of methods and 
techniques, but basically the aim and 
the goal are the same. 

For a first-hand analysis, it is 
suggested that readers obtain from 
the Treasury Department a copy of 
Secretary Humphrey’s statement to 
the Senate Finance Committee, made 
by him on June 18. 
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Humphrey to Anderson 
Treasury Transfer 

President Eisenhower’s nomination 
of youthful Robert B. Anderson to suc- 
ceed George M. Humphrey as Secre- 
tary of the Treasury has been de- 
signed to be the smoothest change-over 
since John W. Snyder succeeded the 
late Fred M. Vinson 11 years ago. It is 
all in the family; no policy questions 
are involved; no ripple is caused in 
financial waters. 

The appointment comes at a time 
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when 


the Treasury is under heavy 
political fire. Some of the more vocif- 
erous critics have even charged the 
Secretary with entering into a “con- 
spiracy” with the Federal Reserve 
System to tighten the money supply. 
Mr. Anderson, moving into the Treas- 
ury post with the purpose of carrying 
.orward the policies of his predecessor, 
becomes a conspirator by inheritance. 

Robert Bernard Anderson was in 
1952 a Texas Democrat-for-Eisen- 
hower. On the theory that the Navy at 
the time needed a brisk business ex- 
ecutive rather than an old sea dog at 
the helm, the President named him 
Secretary of the Navy and, later on, 
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Deputy Secretary of Defense. In the 
1956 campaign, Mr. Anderson turned 
up as a Republican in New York, head- 
ing a mining holding company called 
Ventures, Inc., with Canadian inter- 
ests somewhat similar to those fa- 
miliar to Mr. Humphrey in his pre- 
Government years. 

Though Democratic Party leaders 
are not usually inclined to speak kindly 
of former members who have changed 
their minds, this rule does not apply in 
the case of Mr. Anderson. When the 
appointment was announced, House 
Speaker Sam Rayburn, a Texan and a 
Democrat, told friends privately that 
he regarded this as the best appoint- 
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Quickest Collection for Your Grain Drafts 


Grain drafts move without delay at Commerce Trust. 


You can be certain of immediate presentation of your items. 


Correspondent banks throughout the wheat, corn, cotton, 


soybean and rice producing areas find our grain 


draft collection services especially profitable. 


This year, route your items “18-1”! 





Capital Funds Cun 98 Million Dollars 


(Ommerce Trust Ompany’ 


KANSAS CITY'S OLDEST AND LARGEST BANK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





ment President Eisenhower ever made. 

Senator Harry F. Byrd, chairman 
of the Senate Finance Committee 
which passes on the appointment, went 
further. The Virginia Democrat stated 
his regret over the departure of Mr. 
Humphrey. He then said, on the floor 
of the Senate: “I have known well his 
successor, the former Deputy Secre- 
tary of Defense, Robert Anderson. I 
regard him as well qualified and an ex- 
cellent choice for the position of Secre- 
tary of the Treasury.” 

Such a send-off is rarely given to an 
incoming Cabinet officer. 
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| Craft tor Burgess 


As Undersecretary 

Robert H. Craft, president of the 
Chase Bank, the foreign affiliate of the 
Chase-Manhattan Bank, virtually 


is 


| certain to become Undersecretary of 


| the Treasury at the end of July, suc- 
| ceeding 


W. Randolph Burgess, who 
steps to another branch of Government 
service. 

Mr. Craft, like Dr. Burgess, is an 
experienced marketer of securities and 
portfolio manager. Regarded an 
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W. R. BURGESS 


R. H. CRAFT 


Another imminent change 


| exponent of orthodoxy in money man- 


agement, he got his basic training and 


experience as treasurer of the Guar- 


anty Trust Company of New York. 
His primary responsibility as Un- 


dersecretary will be to take over the 





refinancing of the Federal debt. How- 
ever, the job also calls for performance 
of duties supervising tax collections. 
It is a man-size job—directing Treas- 
ury financing operations, supervising 
revenue policies, coordinating with 
Federal Reserve anti-inflation policies, 
and handling whatever other responsi- 
bilities the Secretary may pass along. 
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Treasury Financing 
Procedures Defended 

When some 28 percent of the matur- 
ing Treasury securities were turned in 
for cash during the May roll-over. 
critics of the debt-management pol- 
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icies of the Humphrey-Burgess team 
raised the protest that the nation has 
fallen into a “‘fiscal mess.” The Treas- 
ury has answered the charge with 
spirit; it has also introduced some new 
techniques for handling the problems 
of the current difficult period. 

“We have problems, but we don’t 
have a crisis,’ Undersecretary Bur- 
gess insists. 

Secretary Humphrey points out that 
this was an exchange offering only; 





there was no invitation for investors | 


to come in and buy the newly offered | 


securities for cash. The reason the | 
holders of 28 percent of the maturing | 


securities preferred to take cash 
rather than the new issues was that 
they had intended to do so all along; 
the Treasury had anticipated about $1 


billion of attrition, and the guess was | 


about right, Mr. Humphrey said. 

Politically, critics have portrayed 
the 28 percent attrition as if it were a 
major financing flop. The Treasury 
says No; the knowledge gained from 
this test of the market fully justifies 
the maneuver. Something like the phil- 
osophy of Mr. Tyrus Raymond Cobb, 
who would head for second base for 
scientific reasons. He was interested 
in stealing the bag successfully, of 
course, and would properly upbraid the 
umpire when called out. But more im- 
portant in his mind was to test the 
pitcher’s alacrity and the catcher’s 
arm. 

A change of technique featured the 
June 26 financing offer of $3 billion 
of tax-anticipation bills designed to be 


turned in for taxes during March, | 


1958. The purpose was to broaden the 
market. 

“To encourage wide distribution,” 
the Treasury announced, “non-compet- 
itive tenders for $400,000 or less with- 
out stated price from any one bidder, 
in lieu of the $200,000 limit applicable 
to the regular weekly bills, will be ac- 
cepted in full at the average price of 
competitive bids. 

“This provision enables smaller in- 
stitutions and those not familiar with 
the current movement of Treasury bill 
prices to assure themselves of partici- 
pation for any amount they desire to 
acquire up to $400,000.” 

So the Treasury, with all its “ortho- 
doxy,” is not impervious to new ideas. 
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Postal Building Plan 
Seen Fiseally Unsound 

In an effort to improve postal serv- 
ice without yielding to higher postal 
rates, and to answer complaints about 
recurring annual postal deficits, Sen. 
Olin D. Johnston, Democrat of South 
Carolina, Chairman of the Senate Post 
Office Committee, is proposing that 
the Postal Service can achieve all this 
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To keep you 
informed on 
business trends 
in Canada! 





Monthly Review 


The Bank of Nova Scotia 





Each month, some matter of current economic 
interest affecting Canadian business is discussed 
by The Bank of Nova Scotia in its bulletin, the 
Monthly Review. 


Information presented in these concise reports 
has proved valuable to a growing number of 
businessmen, and could well be of interest to you. 
If you wish to receive the Monthly Review regu- 
larly, simply complete and mail the coupon below. 
We'll be glad to put you on our free mailing list. 


The BANK of 
NOVA SCOTIA 


500 branches in Canada and abroad 


Economics Department, S-77 


The Bank of Nova Scotia, 
44 King St. West, Toronto, Ontario 


Please put me on your complimentary mailing list to 
receive the Monthly Review. 
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and more, simply by adopting new and 
more efficient methods, better equip- 
ment, and more modern buildings. 

To pay for all this improvement of 
facilities, he proposes that the Post- 
master General be empowered to bor- 
row $2 billion from the Federal Em- 
ployees’ Retirement Fund at 3% per- 
cent. This is designed to be a boon 
for the Retirement Fund, which now 
receives 27, percent from the Treas- 
ury on the latter’s borrowings. Mean- 
while, the Post Office Department 
would have $2 billion with which to 
streamline operations and repay the 
money with interest, thereby complet- 
ing a program which “would insure 
much better service at drastically re- 
duced costs to the American people.” 

This has a familiar ring. Was it not 
the House Banking Committee that 
voted to do the same thing—borrow 
from the National Service Life Insur- 
ance fund so as to provide money for 
buying veterans’ home mortgages? 
The House turned that proposal down 
hard, once the public found out that 
the N.S.L.I. fund, like the Federal 
Employees’ Retirement Fund, isn’t 
something that the Treasury has, but 
money that the Treasury already owes. 


4 a ° 


Development Credit 
Companies Win Support 
‘During the Senate Banking Commit- 
tee’s hearings on extension of the 
Small Business Administration, at- 
tention seemed to hover around the 
subject of development credit corpora- 
tions rather than the urgent question 
at issue. The S.b.A. was scheduled to 
go out of business at midnight June 


30 unless something was done about it, 
but nevertheless, as days slipped by, 
the feeling around Washington was 
that somehow the catastrophe would be 
averted, and let’s get on with this 
much more novel and interesting topic. 

Development credit corporations 
offer a possible meeting ground for the 
various groups that have a stake in 
small business financing. They have 
been tried out in the New England 
States and in a few others with appar- 
ent promise of success. The idea of 
broadening their applicability by fos- 
tering “national investment compa- 
nies” with Federal charters came into 
being, and was introduced in the Sen- 
ate by Sen. John Sparkman, Democrat 
of Alabama. 

Arthur F. Maxwell, president of the 
First National Bank of Biddeford, 
Me., and one of the organizers of the 
first of the development credit corpora- 
tions, testified for the American 
Bankers Association that the “central 
idea has merit, and with some modi- 
fication could well be utilized to achieve 
constructive results.” The A.B.A. saw 
no reason to oppose Federally char- 
tered investment companies in parallel 
with the existing State systems; they 
are indeed a sort of corollary to the 
dual banking system. 

Wendell B. Barnes, administrator of 
S.B.A., added his views that the pro- 
posed credit corporations might well 
serve a useful purpose—but supple- 
mentary to S.B.A.’s direct and par- 
ticipation loan activity, not in place 
of it. The A.B.A. position was that 
the S.B.A. should be permitted to van- 
ish from the scene. 

One of the features of the plan 
offered by Mr. Sparkman was the appli- 





cation of Federal Reserve funds in the 
early years of the proposed opera- 
tion, to get the companies off to a 
good start. This did not appeal to the 
Reserve Board, whose Chairman, Wil- 
liam McChesney Martin, Jr., also 
objected to giving the Reserve System 
the responsibility to “promulgate 
standards to determine the eligibility 
of business enterprises for the pur- 
poses of this Act.” He said that these 
activities in behalf of small business 
are foreign to the objectives set for the 
System by Congress, namely, guiding 
menetary and credit policy so as to 
exert its influence toward maintaining 
the value of the dollar and fostering 
orderly economic progress. 

The Treasury looked over the Spark- 
man bill and found some features it 
did not favor, tax-wise. The bill per- 
mits the company to accumulate a 
reserve up to 50 percent of invested 
capital and relieves it of the obligation 
to distribute 90 percent of its income 
to stockholders. This, according to Dan 
Throop Smith, deputy to the Secre- 
tary, would have the result of encour- 
aging banks to make loans through the 
“investment company intermediary” 
rather than to make them directly. 

Meanwhile, Sen. J. W. Fulbright, 
Democrat of Arkansas, Chairman of 
the Senate Banking Committee, en- 
tered the field with a bill of his own 
—actually inspired by Herbert L. 
Thomas, board chairman of the City 
National Bank, Ft. Smith, Ark. The 
idea behind this bill is to match private 
or local government funds with S.B.A. 
funds on a 50-50 basis for investment 
by State-chartered development credit 
corporations under the supervision of 
State bank supervisors. 
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CAPITAL NOTES 











The National Committee to Curb 
Inflation, a new organization with in- 
dustrialist and banker backing, has 
retained Dr. Edwin G. Nourse, former 
Chairman of the Council of Economic 
Advisers, to guide its economic phi- 
losophy. Dr. Nourse holds that too 
much emphasis is placed on monetary- 
credit inflation and not enough on the 
wage-price spiral. 


— 
Secretary Humphrey’s lengthy testi- 


mony before the Senate Finance Com- 
mittee on the fiscal State of the Union, 


| is regarded here as the “Book of Acts 


| Jr., 


of the Eisenhower Administration.” 
Much of the preparatory work was 
coordinated by Gaylord A. Freeman, 
vice-president of the First Na- 


tional Bank of Chicago, and a mem- 


| 


ber of the A.B.A. Research Council. 
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Your customers who run businesses are interested 
in building more loyal, more efficient employees. 
And, like many other businessmen, they will find 
that a Profit-Sharing Retirement Plan offers an 
ideal answer because it gives employees an im- 
portant stake in the company’s success — and pro- 
vides valuable benefits possible in no other way. 





Companies need tailor-made plans to fit special 
conditions. As a financial adviser to your customers, 
you want to make sure that they get the plan which 
best fits their situation. 


The plan should guard against promises of pay- 
ments that they may not be able to keep. 


It should help them keep good employees and 
stimulate them to work for greater profits. 


It should provide that the profits put in trust 
will be taxed only to the employees after retire- 
ment when taxes are lower. 


It should provide that most of the money stay 
liquid but from which, nevertheless, your cus- 
tomers’ employees can be sure of substantial 
pensions or severance pay. 


Accomplishing these important requirements varies 
from business to business. But these features, and 
many more that you as your customers’ financial 
adviser will appreciate, can be built into Connecti- 
cut Mutual Profit-Sharing Retirement Plans. For 
example, our plans help solve the problem of the 
over-age employee. There need be no payments in 
unprofitable years. Large first-year payments are 
not necessary. These plans can be written for com- 
panies with as few as five employees. 


Founded in 1846, Connecticut Mutual was one of 
the earliest and is today one of the largest writers 
of life insurance for specialized business purposes. 
Not only are its policies particularly adapted to use 
in profit-sharing retirement plans, but comparisons 
will show that its costs are among the lowest. 


Profit-Sharing 
Retirement Plans 


Made to Fit Your Customers’ Needs 


FREE BOOKLET ON PROFIT-SHARING 
RETIREMENT PLANS 


Particularly useful to bankers and trust officers is a 
booklet answering many questions about profit- 
sharing retirement plans. It answers such questions 
as how the employer's contribution is determined, 
tax deductibility of the employer’s contribution, 
how members of the trust are taxed, how Social 
Security fits in, and many other important ques- 
tions. Scores of your customers can have more 
permanent and financially sound businesses with a 
Connecticut Mutual Plan. 





The Connecticut Mutual Life Insurance Co. 
Dept. BU-7, Hartford, Connecticut 


Please send me, withoui cost or obligation, 
your booklet “Some Questions and Answers 
about Profit Sharing Retirement Plans.” 


Name ___ 


Bank . 
Street - 


City . —_ £4 i 





The 
CONNECTICUT MUTUAL LIFE 


INSURANCE COMPANY e HARTFORD 









AS always 


In the approaching automation era many innovations will be recognized . . . 
and still banks will want to provide customers with checks that combine 
both safety and efficiency. 

The “Checks of Tomorrow” produced on La Monte Safety Paper will afford 
all the protection and safety they have for past generations . . . for a check on 
La Monte Safety Paper represents money in its safest, most efficient form. 


LA MONTE & SON 
10, NEW JERSEY 
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SAFETY PAPER 
FOR CHECKS 


THE WAVY LINES @® ARE 
A LAMONTE TRADE-MARK 
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DR. HAROLD STONIER 


Leaves void in U.S. banking 


The death of Harold Stonier at 
Asheville, North Carolina, on June 3 
brought to a close a remarkable career 
in education and an outstanding period 
of leadership in banking. 

Dr. Stonier came to the attention of 
American Bankers Association leaders 
through his work at Los Angeles 
Chapter of the American Institute of 
Banking, where he taught economics 
for several years. When the national 
educational directorship of the Insti- 
tute became vacant in 1927, he was the 
unanimous choice of the officers of the 
Institute to fill it. He breathed new 
life and progress into the activities of 
the A.I.B. 

When the American Bankers Asso- 
ciation needed a new executive man- 
ager in 1937, Dr. Stonier was again the 
unanimous choice. His activities had 
already gone beyond the boundaries of 
the A.I.B. He had been personal ad- 
viser to several A.B.A. presidents, had 
developed many useful contacts in 
Washington, and served as secretary of 
the A.B.A. Resolutions Committee at 
successive conventions. He knew that 
nationalization of the banking system 
was high on the New Deal agenda for 
consummation in the early 1930’s, and 
it was he who dissuaded the Resolu- 
tions Committee at the memorable 1934 
convention in Washington from pro- 
voking the Roosevelt Administration 
into undertaking such action. 

He was a man who always looked 
lorward, At the dismal and sparsely 
attended A.B.A. convention in Los 
\ngeles in 1932 when the economic 
house seemed to be collapsing, he was 
talking about a new school that would 


july, 1957 


lift the standards of bank management 
and train bank officers to a national 
point of view. That dream became 
The Graduate School of Banking. 

Dr. Stonier directed the activities of 
the A.B.A. in Washington. For the 
most part, he was the A.B.A.’s repre- 
sentative, or one might say lobbyist, 
there. He had a seemingly unlimited 
acquaintance in the national capital. 
But he never indulged in what is called 
the conventional type of lobby tactics. 
He was noted for his intelligence and 
integrity. He won his way by his in- 
telligence, his attitude, and the force 
of his arguments. 

Dr. Stonier was a close student of 
government and was regarded by many 
as an excellent political strategist. He 
believed that in the public mind, bank- 
ing represented money power, and al- 
ways counseled against any actions or 
high-pressure tactics that seemed to 
demonstrate such power. He was fear- 
ful of attempts by bankers associations 
to get together and put on organized 
propaganda campaigns. 

He inaugurated the A.B.A. public- 
relations-at-the-local-level program in 
1934, beginning with the famous book 
and program called “Constructive Cus- 
tomer Relations.” on the theory that 
the first place to restore banking to 
public confidence was with bank cus- 
tomers. Over the years, this local-level 
program has been vastly expanded, 
with all kinds of publicity and adver- 
tising help to the banks to use in their 
own communities. 

He won great public acclaim for 
banking with several national cam- 
paigns to meet special issues. One con- 
sisted of asking banks to furnish 
figures on loans made, with which 


figures the A.B.A. twice defeated legis- 
lation to establish a nationwide system 
ot “lending offices” or banks on the 
ground that banks were withholding 
credit. Another was the Small Busi- 
ness Credit Program of 1944-45, whose 
aim was to stimulate banks to extend 
credit through the postwar reconver- 
sion period. A third was the Anti-Infla- 
tion Campaign led by Joseph M. 
Dodge, then A.B.A. president. There 
were several other campaigns to which 
he gave valuable guidance. 

Perhaps no man in the banking busi- 
ness had the confidence of so many 
bankers everywhere. He was a great 
spirit, whom men followed. He led the 
A.B.A. through the lean, tough years 
of adversity and established it on its 
course of public service. He was a wise 
leader. 


e 


The new president of the American 
Institute of Banking, George Clark, 
has been active in the Los Angeles 
chapter of the A.I.B. since 1933 and 
has, been serving the national group 
for several of the ensuing years. He 
is assistant vice-president in charge 
of customer relations of the Secu- 
ritv-First National Bank, Los An- 
geles, and began his banking career 
with The Farmers and Merchants Na- 
tional Bank of Los Angeles in 1929, 


o 


Joseph E. Hughes has been elected 
chairman of the board at The County 
Trust Company, White Plains, New 
York, in a move of major officers. He 
succeeds Andrew Wilson who has re- 
signed. Succeeding Dr. Hughes as 
president is William L. Butcher. In 


Chairman, president at County Trust Company 


JOSEPH E. HUGHES 





WILLIAM L. BUTCHER 
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W. W. POST J. A. KLEY 


Named executive vice-presidents 


other advancements, William W. Post 
and John A. Kley were named execu 
tive vice-presidents and R. A. Miecz- 
kowski was elected to serve as secre 
tary in addition to his duties as 
treasurer. 

Dr. Hughes, County Trust president 
for the past 10 vears. formerly headed 
the Washington Irving Trust Com- 
pany in Tarrytown, New York, now 
part of County Trust. Mr. Butcher ha- 
been executive vice-president of the 
bank since 1946 and was made a direc 
tor last January. Mr. Post has serve: 
as vice-president and secretary and Mr 
Kley has been a vice-president. 

Mr. Wilson will remain with = the 
bank as a director and a member o 
the executive committee. 


e 


Oscar H. Keller, previously vice- 
president and member of the executive 
committee of 
Transamerica Cor- 
poration, San Fran- 
cisco, California, 
has been advanced 
to senior vice-pres- 
ident. 

Prior to joining 
the Transamerica 
management in 





1955, he was an ex- 
ecutive officer of 0. H. KELLER 
The First National 

Bank of Vortland, Oregon. He has 
served the west coast banking grow 
for more than 30 years and also serve- 
as a director of many of the banks 
the Transamerica group. 


5 


John O. Zimmerman has _ bee: 
elected executive vice-president of th 
financial staff of General Motors Ac 
ceptance Corp... New York City. H 
succeeds Charles P. Fiske who is r: 
tiring. Mr. Zimmerman joined th 
financial staff of the firm in 1934. 


. 


Senior vice-president is the new tit! 
for Dale Brown at the Shaker Height> 
(Ohio) Sayings and Loan Association. 
A former president of the Financi 
Public Relations Association, M: 
Brown was in charge of public rele 
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at the Mid-America crossroads of the money world 


This is La Salle Street, Chicago! An impor- 
tant crossroad in the money world. Every 
tick of the clock is vital here. Every hour 
brings changes which affect in some way 
our economic situation. 

An on-the-spot authority can be a real 
asset to any bank at this important cross- 
road. Perhaps you could use the help of a 
City National correspondent officer to guide 
your transactions in the Middle West. 

Every correspondent bank account at 
City National is served by an officer of the 


bank . . . with full ability, authority and 
power to act for his customer. 

Investment advice, safekeeping, credit 
information—all these and many other serv- 
ices are available to City National’s cor- 
respondents. But, the most important of all 
is the personal attention given by our cor- 
respondent bank account executives. 

We would like to do business with you. 
Why not contact us if you feel the need 
for closer cooperation as well as a valuable 
associate in Chicago. 


qoatTwy WATIONAL BAN K. 


AND TRUST COMPANY OF CHICAGO 


208 South La Salle Street « FRanklin 2-7400 
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Diebold-Basic Vault Doors are 
multiple-styled for individualized 
beauty... precision engineered 
for operational superiority. 


Drive-Up and Walk-Up Windows 24-Hour Tellers and Underwriters 
excel in extending banking ser- Laboratories labeled After-Hour 
vices to people on-the-go. Depositories receive corporate 

and individual deposits... safely. 


Burroughs Clearing House 
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Rekordesk Safes... world’s only 
electrically operated safes... 
protect ledger and signature 
cards at windows. 
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QUESTION 


PROTECTED BY DIEBOLD 


Another Diebold 


contribution... 


TO BANKING PROTECTION 


Ultrasonic Alarms... that secretly announce illicit entrance 
of “would-be” burglars . .. are another Diebold contribu- 
tion to banking security. Nothing can stir under ultrasonic 
watchfulness without triggering a tell-tale signal at central 
headquarters. All or any part of the premises can be pro- 
tected, including detached drive-in facilities, tellers’ win- 
dows, record files. 


Because no one alarm meets all banking requirements, 
Diebold has developed a 3-way system. U/trasonic alarms 
announce any after-hour disturbance . . . caused by man, 
fire, or property-damaging accidents; Diebold-McClintock 
Burglar alarms and Police alarms protect vault and de- 
pository against burglary ... lobby against daytime holdup. 


The Diebold Security Plan is the best known way of stop- 
ping bank holdup and burglary losses. It is the only plan 
that combines complete money handling equipment and 
3-way alarm services . . . coordinated with law enforce- 
ment agencies. 


For complete details mail the convenient coupon, today. 


Diebold 


9093 MULBERRY ROAD, S.E. ° CANTON 2, OHIO 


DIEBOLD, INC. 
903 Mulberry Rd., S.E. * Canton 2, Ohio 


(] Please send details about the Diebold SECURITY PLAN for 
preventing holdup and burglary losses. 


[_] Please send complete information about your 
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tions at the National City Bank of 
Cleveland for the past 24 years. Other 
promotions at Shaker Heights Savings 
and Loan raised William A. Kellner, 
James E. Frolking and Stanley H. 
Wardwell, Jr., to vice-presidents. 


a 


Five promotions in the top level or- 
ganization of The Philadelphia (Penn- 
sylvania) National Bank have: been 
announced, 

Assuming the newly-created position 
of executive vice-president is John Mc- 
Dowell who will be responsible for the 
general administration of the banking 
and operating 
divisions of the 
bank. 

Two new sen- 
ior vice-presi- 
dents will be E. 
Lawrence Wor- 
stall and G. Ed- 
ward Cooper. 
Mr. Worstall 
will be responsi- 
ble for both the 
commercial and 
retail banking 
divisions while 
Mr. Cooper will head the coordination 
of the bank’s service divisions. 











J. McDOWELL 





E. L. WORSTALL G. E. COOPER 





H. W. WALLGREN' W. H. MacLAREN 


Share in the promotions at Philadelphia National 


Harold W. Wallgren becomes vice- 
president and cashier. Wistar H. Mac- 
Laren was promoted to vice-president 
and comptroller. 

Mr. McDowell, a senior vice-presi- 
dent since 1955, has been with the bank 
since 1941. Mr. Worstall has been a 
vice-president of the bank since 1943. 
Mr. Cooper joined the bank in 1926 and 
Mr. Wallgren has served Philadelphia 
National since 1925. Mr. MacLaren 
joined the bank in 1946. 
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The reception committee that wel- 
comed the Mayflower II when it 
arrived in Provincetown Harbor this 
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in the POWERFUL 


Pacific Northwest 


They look to NBofC 


Power —a key word in the remarkable 
growth of the Pacific Northwest — for 
this area leads the world in the produc- 
tion of hydroelectricity. Interpreter of 
this vital area, NBofC plays an im- 
portant role in this growth providing 
skilled assistance, reliable information 
in the field of international banking. 





Y INTERNATIONAL BANKING DEPARTMENT 2. 

|) NATIONAL ral 
BANK OF 2s 
COMMERCE 


OF SEATTLE 
MEMBER F.D.1.C. 








summer for the re-enactment of the 
signing of the Mayflower Compact 
was headed by a Provincetown ( Mass 
chusetts) banker. Horace F. Hallett, 
president of the First National Bank, 
will also supervise arrangements for 
the throngs of tourists expected to visit 
the area this summer. 
. 

Robert L. Edwards has heen ap- 
pointed a vice-president in the foreig: 
department of The 
Bank of New York, 
New York City. 
former New York 
representative o 
the Barclays Bank, 
Ltd., London, Eng- 
land, Mr. Edwards 
joined Bank of New 
York in 1955. 

In other promo- 





R. L. EDWARDS 


Southworth, Jr., and Howard J. Po- 
duska were named assistant vice-pres- 
idents. New assistant treasurers are 
George A. Clarke, James J. Clinch and 
Jerome W. Mindnich. 

a 

Roy F. Cooke is the new assistant 

commissioner for Title I to administer 
the Federal Housing Administration’s 
property improvement loan insurance 
operations. He succeeds Elmer F. 
Blakey who recently retired. 

~ 


George H. Stanley has been pro- 
moted to vice-president in Bank of 
America’s interna- 
tional banking de- 
partment at the San 
Francisco, Califor- 
nia head office. 

Mr. Stanley, su- 
pervisor of opera- 
tions for the past 
10 years of the 
bank’s northern 
California branches, 
now is in charge of 
Bank of America’s 
Travelers Cheque operations. 

Other promotions at the San Fran- 
cisco head office include Albert B. Gil- 
man to district operations officer o! 


G. H. STANLEY 
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motions, Ernest R. 
Dickson, K. A. 
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Any way you look at it... 
is a home improvement... 
































Any way you look at insurance 
Old Republic has the answer 


You know that the more complete the 
service Offered, the more easily you sat- 
isfy customers . . . and interest new ones. 
And you can appreciate how much you 
will benefit from having a single source 


for all home improvement coverages. 


-HONE, WIRE OR WRITE US 


~ 


Old Republic 


Life Insurance Company 
Chicago 1, Illinois 
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Old Republic kas them all—credit life, 
accident and sickness coverages. The 
Old Republic companies provide the 
most complete specialized insurance 
market for financial institutions engaged 


in diversified instalment credit. 


GET THE MOST OUT OF YOUR HOME IMPROVEMENT LOANS 


Old Republic 


Insurance Company 
Greensburg, Pennsylvania 
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FASTER FORM HANDLING. Watch this! With one 
hand you simply whisk the statement from tray to 
carriage and slip it into the self-aligning form guides. 
Just like that, you’re set for the next entry —all posting 
completely visible. All finished? Click! The carriage 
automatically pops open and “‘hands” the statement 
back to you! Neat as a pin, and just as complete as 
you please—right down to a check count. 


4 ways faster 





FASTER INDEXING. A feather touch—down go the 
keys! Touch a motor bar—there’s your figure, quick 
as electricity. And you just keep right on indexing 
away as fast as you can. No stopping for machine 
computation. No waiting as the carriage automatically 
moves from column to column, prints each figure 
exactly where it belongs. It’s easier, lots quicker than 
typing ... beginners quickly become experts. 


with Burroughs Sensimatic 
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FASTER MOTOR BAR SELECTION. The Sensimatic’s FASTER AUTOMATIC CARRIAGE MOVEMENTS. Inside 
exclusive design assigns a single major function to the Sensimatic is this exclusive control panel. A ‘‘me- 
each motor bar. Look here: You have one plainly chanical brain,” it tells the carriage to automatically 
marked for ‘‘checks.”’ Another for ‘‘deposits.”” Another complete the posting in one column, then it moves to 
for “‘balances.”’ Balances are obtained automatically — the next. It signals the carriage to open and serve 
the balance bar is depressed as the amount of last entry you the finished statement, or to lock and warn you of 
is listed. This saves one bar depression per line of post- an overdraft. It leaves nothing to chance. A Sensimatic 
ing. Just think of the posting time this alone saves. does it all faster, automatically. 


Bank Bookkeeping Machine 


Look what else you get: automatic check count, automatic 
register totaling, date lock, list-posting tape, activity 
counter—the works! Demonstration? Phone our nearby 
branch. Burroughs Corporation, Detroit 32, Mich. 





“BURROUGHS” AND “SENSIMATIC’ ARE TRADEMARKS 
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ALLISON COUPON CoO., INC. 
Indianapolis 6, Indiana 
Please send me free samples and information 


showing how to get MORE for LESS using 
Allison Coupon Books. 
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the coupon 
today! 
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northern California branches, and new 
trust officers are John B. Delfino, L. 
Newby and I. H. Whiting. 

An appraisal of the qualifications for 
senior management entitled, “Are You 
A Born Executive?” has won top hon- 
ors for Bank of America operations 
officer James V. Minehan. 

At the recent international confer- 
ence of the National Office Manage- 
ment Association held in Los Angeles, 
Mr. Minehan’s paper was selected as 
one of the two winners of the Mem- 
bership Paper Award. 


° 


John A. Mayer has been named ex- 
ecutive vice-president of the Mellon 
National Bank, 
Pittsburgh, Penn- 
sylvania. Mr.Mavyer 
joined the bank as 
a vice-president in 
1951 after serving 
as the president of 





a Pittsburgh insur- 
ance company. 
Long associated 
with the financial 
field, Mr. Mayer 


serves as a 


J. A. MAYER 


board 

member for several Pennsylvania in- 
dustries. 

° 


Newly-elected chairman of the board 
at the Brooklyn (New York) Savings 
Bank is Gilbert C. Barrett, president 
of the bank since 1947. George J. 
Bender has been named president. Mr. 
Barrett has been with the bank since 
1911 and has been a trustee since 1941. 
Mr. Bender joined the bank in 1945 
and was made vice-president in 1947, 

+ 


Promoted to vice-president of the 
Bankers Trust Company, New York 
City, is Gardiner S. 
Robinson. Ile 
joined the bank in 
1945 and 
elected an assistant 
vice-president in 
1951. 

Other pro- 
motions include 
Joseph E. Brod- 
erick and Cletus J. 
Zinsmeister as new 
assistant treasurers. 
All three men are located in the bank's 
Fifth Avenue office. 





Was 








G.S. ROBINSON 


° 


Earl A. Patch has been elected presi- 
dent of the Third Northwestern Na- 
tional Bank, Minneapolis, Minnesota 
to fill the post left vacant by the recent 
death of George M. Christoferson. 
Active in. Minneapolis banking for 34 
vears, Mr. Patch was named vice-pres!- 
dent and board member in 1955. 

Other promotions elevated Ralph A. 
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Emerson to vice-president and Paul 
L. Hesselroth to vice-president and 
cashier. 

. 


Russell B. Pember has been pro- 
moted to vice president and Harold S. 
DeOrlow has been named second vice- 
resident at the Manufacturers Na- 
tional Bank of Detroit. Both men are 
n the banks and bankers division of 
the Michigan insti- 
tution. 





In other promo- 
tions, Russell F. 
Smith becomes 
ice-president; Ed- 
ward T. Dryer, sec- 
nd vice-president ; 
James W. An- 
schultz, assistant 
‘ashier; Lewis H. 
Whitaker, assistant 
trust officer; Wil- 
liam M. Wibel, assistant cashier, and 
James E. Wibby, assistant credit man- 


iver. 








R. B. PEMBER 


. 


New executive vice-president of the 
Bank of Dade County, Miami Beach, 
Florida, is Edward G. Steadman. | or- 
erly with a bank in Pompano Beach, 
Florida, Mr. Steadman will head the 
loan department at the Bank of Dade 
County. 


¢ 


J. Glenn Cook, Jr., has been pro- 
moted to vice-president of the Colum- 
bia office, South Carolina National 
Bank. Mr. Cook has been in charge of 
the instalment loan department since 
1951. 


* 


The Citizens & Manufacturers Na- 
tional Bank, Waterbury, Connecticut 
has elected Carl F. Heebner president 
to succeed C. Dana Tyack. The latter 
has retired after 48 years in the banking 
field. 


“ 


The man who was elected recently 
to his third term as president of the 
Bankers Association of Mexico has 
had a colorful career. Salvador 
Ugarte, presi- 
dent of the 
board of direc- 
tors and general 
director of the 
Banco de Co- 

ercio, S.A, 
Mexico City, 

anted to be a 
civil engineer, 

orked as an 
ndustrial - elec- 
trical engineer 

id weathered a 

ajor revolution to become a banker. 

After several years of banking ex- 


S. UGARTE 
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The most dynamic 


banking corner 
in the West!... 


Sth & Hill Streets...home of Union Bank 
& Trust Co. of Los Angeles, 
where Money Engineering has created 
new dimensions in banking services 

for your bank and its clients. 


UNION BANK é¢ Trust co. 


of Los Angeles, 8th and Hill Streets 









COMPLETE 
BANKING 
UNDER 
ONE ROOF 


MEMBER OF FEDERAL DEPOSIT INSURANCE CORPORATION AND FEDERAL RESERVE SYSTEM 


67 














_ Companies, P. 0. Dept., Federal Re- 
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--- MEANS 


QUALITY 


The DOWNEY CHANGE TRAY 


THE NEW WAY 


Ht 


»+- for QUICK, ACCURATE 
handling of loose coins 


Tray holds 10 coins each of pennies, nickels, 
dimes, quarters, halves, in each of 68 staggered 
pockets, making possible the giving out of change 











THE OLD WAY 





quickly and accurately. Figures on border desig- 
nate denominations of coins in pockets. In 3 styles: 
1--mounted on pedestal; 2-- fitted with rubber 
bumpers for counter use; 3--mounted on short 
legs, arranged for nesting with other trays. Tray, 
made of cast aluminum, measures 123%” x 9”’. 
A big time saver. 


Ihe COIN PACKAGING TRAY 


For use with tubular wrappers. Facilitates filling 
tubular wrappers in the following manner: Lay 
coins in tray, sloping forward. Then open tubular 
wrapper and engage coins at front of tray. Then 
push coins into wrapper. Keep rear end of wrap- 
per covered with finger. Made of wood or steel 
depending on the availability of material. A very 
handy item. 





Tre CURRENCY RACK No. 2 





This device holds a moderate amount of bills of 
varying denominations rendered available for quick 
handling. Cashing of checks made quick and easy. 


Aluminum Base, 634 inches square. Nickeled posts 
are 7 inches high with counterweights. 








SEAL 
PRESS 





The user, with one hand, may attach cord and pull until 
Seal Pin is forced through the folds of canvas coin bag. 
Weighs only 17 ozs.... half the average weight of other 
Seal Presses... but with twice the leverage! Makes per. 
fect die impression when deforming the seal. Meets 

approved requirements. : 


PURE LEAD SEALS 


The Lead Seals used with the above 
Press, are pilfer- proof, made of pure, 
non-porous soft lead that will not 
crack or break, easily deformed, mak- 
ing clear-cut impressions of sender's 
name on seal. Approved by Insurance 






serve Bank, R. R. Express Companies, 
etc. Cord in Seal has a tensile strength 
130 ibs. Fitted with hemp cord and pin. 
Seals packed in bundles of 50; pins 


may be ordered in varying lengths. The ¢. 
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SEND TO DEPT.B. 
FOR FULL INFORMATION 


HANNIBAL, 





LINEN 
SHIPPING 
TAGS 


SUPERIOR IN STRENGTH 
--- proved by ‘PULL’ test 


























They are made to ‘‘deliver the 
goods.’’ Made of 8-point weight, 
size 23g’’ x 6%" with ‘‘Register’’ 
stub. Style No. 2 same size but with 
blank stub for desired copy. Style 
No. 3, 2%’’x3%"" without stub. Rein- 
forced eyelet extends to end of tag. 
Printed in red and black. Bank im- 
print included in price. 


L. DOWNEY CO. 
MISSOURI 











perience, he founded the Banco de 
Comercio in 1932. The bank has since 
become one of the largest and most 
important banks in Mexico City. 

* 

To serve as vice-president of the 
newly-created trust services division 
of the National Bank of Toledo, Ohio 
will be Duncan Newell, Jr., of Port- 
land, Maine. The east coast bank 
officer will assume his new duties early 
this fall. 

Work on the St. Lawrence Seaway 
has prompted the bank to establish ai 
international trade department. Rodol- 
phe Huart, an attache of the Belgiai 
consulate in New Orleans, Louisiana. 
will become department head. 

° 

Two new vice-presidents have been 

appointed for the national division oj 














J. EACHON, JR. W. B. ARNOLD 


First Western appointments 


First Western Bank and Trust Com- 
pany, San Francisco, California. 

At the San Francisco headquarters. 
Jack Eachon, Jr., has been promoted 
to vice-president in charge of the 
eleven Western states. William B. Ar- 
nold has been named vice-president in 
charge of the Southern California ter- 
ritory in the bank’s Los Angeles ad- 
ministrative headquarters. 

* 

Richard D. Brigham, vice-president 
of Crocker-Anglo National Bank, San 
Francisco, Califor- 
nia, and well-known 
nationally in cor- 
porate and banking 
circles, has retired. 

Mr. Brigham 
joined the bank in 
1919 and since has 
actively served the 
California Bankers 
Association, the 
American Bankers 
Association and the 
Reserve City Bankers Association. He 
will retain his membership on _ the 
bank’s board of directors. 














R. D. BRIGHAM 


Newest member of the Florida 
Group of Banks has opened in Vero 
Beach, Florida. Officers of the new 
Florida National are Ernest J. C. Doll, 


Burroughs Clearing Howse 
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president; A. L. McKinney, vice-presi- 
dent; and George E. Elms, vice-presi- 
dent and cashier. 


a 


New assistant general manager of | 


the Bank of New Zealand, Wellington, 
New Zealand, is C. H. Vincent, for- 





Cc. H. VINCENT Cc. A. BRACE 


Advanced at New Zealand bank 7 


merly chief inspector of the bank. He 
succeeds F. H. Moss. 

Other promotions include C. A, 
Brace as chief inspector and N. J. 
MacGibbon as senior inspector. 


* 


New president of the First National | 


Bank & Trust Company, Walton, New 
York, is Robert D. Griffith. Ralph L. 


Higley has been named vice-president. 
° 


Officers of the newly-established 
Citizens Bank of Broward County, 
Hollywood, Florida, are L. G. Nus- 
baum, chairman of the board; Henry 
D. Perry, president; and Charles W. 
Lantz, vice-president. 


4 


Donald J. Roe, who will be in charge 
of Citizens & Southern (Atlanta, 
Georgia) National 


to vice-president. 


the Chicago office 
to provide a finan- 
cial link between 
the Midwest and 
the Southeast fol- 








3ank’s new Chi- | 
cago service office, | 
has been promoted | 








The opening of 


D. J. ROE lows the success of | 


the C & S office 

opened in New York City early in 1956. 

Mr. Roe has served in the Mid- 
est for several years. 


4 


The Continental Illinois National 
Hank and Trust Company, Chicago, 
llinois has begun its second century 
| banking service. Founded in 1857 
Vv a group of outstanding mid-western 
i\dustrialists and businessmen, its first 
‘00 years are marked with the mergers 


‘f more than 20 banks, savings asso- 





ciations and trust companies. It was | 
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EACH CUSTOMER’S CHECK 
STANDS OUT FROM THE CROWD 


WITH SORT-O-NAMIC! 


With Sort-O-Namic, the Todd system of 100% “on- 
premises” imprinting of checks, there’s no employee 
time wasted on mis-sorts, mis-posts, mis-files. Instant 
identification of checks by printed name reduces book- 
keeping errors by 85 %, saves hours of time spent on 
deciphering illegible signatures and cuts down the train- 
ing period for central proof machine operators by 20%. 

Bankers who installed the Todd Sort-O-Namic 
system because their customers liked imprinted checks 
now find a marked improvement in internal operations. 
Income from checking accounts is up, employee turn- 
over is down and bank operations officers report greater 


all-round efficiency and cooperation. 





THE TODD COMPANY, INC. 


Subsidiary of BURROUGHS CORPORATION 
ROCHESTER 3, NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 
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Here's A Cure fot Tired Feet 


that’s eliminated with 


HYGIENIC 


Foot Comfort 


MATS and RUNNERS 





The quality floor mats that re- 
duce fatigue and increase effi- 
ciency for all who must work 
standing. 





f 

i ’ | 
| Aeres the Secret... | 
A beautiful rubber tile floor- 
, ing bonded to a sponge Jj 
j ‘rubber base provides proper § 
| support without being I 
| “mushy.” : 
\ / 


ee ee ee ee ee ee ee ee ee es ee ee ee 


Available in 8 Marbleized Colors 
See your BANK OUTFITTER or OFFICE 
SUPPLY DEALER or write for prices and 
literature to FLOORING DIV., DEPT. 0. 


THE HYGIENIC DENTAL MFG. CO. 





AKRON 10, OHIO, U.S.A. 











Governor Stratton salutes Chairman Cummings, President Kennedy 


Congratulations were in order for bank’s 100th anniversary 


the first Illinois-chartered bank with 
authority to act in trust capacities. 

It is the eighth largest corporate 
banking facility in the country and has 
not been forgotten in its century cele- 
bration as friends throughout the coun- 
try have sent their congratulations. In 
the picture above, Illinois Governor 
William G. Stratton (left) stops at the 
bank to shake hands with Board Chair- 
man Walter J. Cummings as David M. 
Kennedy, president, stands by. 

ee 

Chief manager for the New South 
Wales offices of the Australia and New 
Zealand Bank, Ltd., is T. Harle Giles. 
He succeeds Frank Hassett who has 
retired. Mr. Giles has served as man- 
ager of the bank’s Overseas Depart- 
ment for several years. 

New assistant vice-presidents at J. P. 
Morgan & Co., Inc., New York City, 
are Donald R. Atkin and Clement D. 
Gile. 


> 


Chairman of the board for the 
soon-to-he-opened Deer Park (Texas) 
National Bank will be Howard T. 
Tellepsen. H. C. Donahoe will be- 
come president, with W. C. Frels ex- 
ecutive vice-president, and N. A. 
Smith vice-president. 

. 


Frank C. Paul has been elected vice- 
president of the Long Island (New 
York) Trust Company. He will con- 
tinue his duties as personnel and opera- 
tions officer at the bank’s Garden City 
office. 

* 


F. Guy Hitt, formerly the president 
of The Bank of Zeigler, Illinois and 
the Bank of Benton, [llinois, has been 


named chairman of the board for both 


banks. In other promotions, Ransom 
R. Frazier becomes president and 
Vallie Flack, vice-president of the 


Zeigler bank. At the Bank of Benton, 
the new president is Arlie Murphy and 
Howard L. Payne becomes vice-presi- 
dent. 


© 
Walter R. Strothman has _ been 
elected vice-presi- 


dent and controller 
of the General Ac- 
ceptance Corpora- 
tion, Allentown, 
Pennsylvania. 

He was formerly 


director otf Man- 
agement Advisory 
Services for Price 





Waterhouse & 
Company and 
served as controller 
and assistant secretary in a Pittsburgh 
steel corporation. 


W. R. STROTHMAN 


° 


William H. Rice, former president of 
the Newton Centre (Massachusetts) 
Savings Bank, has been named chair- 
man of the board of the consolidated 
bank formed when the Newton Centre 
bank merged with the Newton Savings 
Bank of the same city. Joseph Earl 
Perry, president of Newton Savings, Is 
president of the new bank. 

* 

President of the American National 
Bank being organized in North Little 
Rock, Arkansas, will be J. C. Barnett. 


Sa 


Paul B. Clerke and August M. 
Strung have been elected vice-presi- 
dents of The Bowery Savings Bank, 
New York City. Mr. Clerke has been 


Burroughs Clearing House 
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OF MICHIGANS 
BANKS ARE 

CORRESPONDENTS 

OF NATIONAL BANK OF DETROIT 


That’s reason enough for any bank to consider a correspondent relationship with National Bank of Detroit. 
But there are lots of other good reasons. Direct sending, for one—85% of the dollar volume we send to our 
Michigan correspondents is sent direct, to reduce float and make for much faster final determination of items. 
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More friends because we help more people 


NATIONAL BANK 


OF DETROIT 


Member Federal Deposit Insurance Corporation 


71 














in charge of the bank’s Fifth Avenue 
office since 1939. Mr. Strung is in the 
mortgage department. 

. 


Bank officers have always taken an 
active interest in happenings outside 
of their own institutions. In an effort to 








Bank men, councilmen wield shovels 
To beautify a city 


promote the fact that a tree grows in 
the heart of New York City, too, Man- 
ufacturers Trust has been active in a 
tree-planting program at various 
branch bank locations. In the accom- 
‘panying picture, Vice-President Frank 





J. McGrath, leit, helps Senior Vice 
President Raymond C. Deering and 
City Council President Abe Stark, far 
right, with the shovel work in front of 
bank offices on Fifth Avenue. 


e 


Joseph R. Pellikka will become presi- 
dent and managing officer of the new 
First National Bank of Hoyt Lakes, 
Minnesota, when the bank opens this 
summer. The bank will serve a new 
mining community in northern Minne- 
sota. 


5 


New executive vice-president of the 
Norfolk County Trust Company, 
Brookline, Massachusetts is James P. 
Winchester. He has served as vice- 
president in charge of instalment loan 
activities at the bank for the past 13 
years. 

° 


Walter L. Schmid has been ap- 
pointed vice-president at the Rochester 
(New York) Savings Bank. He is 
manager of the bank’s new Main Street 
office. 


° 


New president of The Farmers Na- 
tional Bank, Salina, Kansas is Hugh H. 
Monahan. He succeeds J. R. Geis who 
recently retired from the presidency. 








H. H. MONAHAN 


G. A. MASON 


New officers at Kansas bank 


Mr. Monahan has been with the bank 
for 41 years. 

In another move, Glenn Mason has 
been named vice-president. Mr. Geis 
will remain with the bank as a con 
sultant. 


° 


Richard W. Fitch, Jr. becomes 
trust officer, Richard E. Smith, Jr. be- 
comes comptroller and Lawrence O. 
Halleck takes the auditor’s post in pro- 
motions at The Fidelity Title and Trust 
Company, Stamford, Connecticut. 


> 


Fred F. Florence, chairman of the 
executive committee of the Republic 
National Bank of Dallas, Texas and 
ex-president of the American Bankers 
Association has been cited for his out- 
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1 These nylon 
bearing, smooth 
operating files are 
available in any size. 
No waste space 
inside or out. 


RECORD FILES, INC. 
P. O. BOX 581 
WOOSTER, OHIO 


Let uh boul order... 


IN YOUR RECORD ROOM AND SAVE 
YOUR BANK SPACE AND MONEY 


Ne 


SAVE TIME — SPACE — INCREASE 
EFFICIENCY and SAVE MONEY 
with RFI STEEL RECORD FILES. 


Your Bank, like every other, 
collects records with each trans- 


action. A cluttered storage room 
of shelving and cardboard boxes 
is a costly waste of space and 
employee time that you can’t 


afford. 


Let RFI assist you in creating a 
clean, efficient file room with 
Nylo Glide files. 


RECORD FILES, INC. 
P.O. BOX 581 DEPT. B, WOOSTER, OHIO 


Please send additional information. 
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| Name “a 
| Address id 
i City State. - 
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Your mail arrives in 
San Francisco. 

















Your credits, 
receipts returned to 
you, via air mail. 
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\ Delivered to Crocker-Anglo’s 
: head office. 














Processed by our 
24-hour staff. 


"ROUND-THE-CLOCK TRANSIT SERVICE 


Prompt, efficient transit service to banks and bankers for 87 years 


Resources More Than $1,500,000,000 
Capital Funds Exceeding $100,000,000 
ADMINISTRATIVE HEADQUARTERS 
1 Montgomery Street 
San Francisco 20, Calif. 


More than 60 offices in 
Northern and Central California 





CROCKER-ANGLO 


NATIONAL 


BANK 


Colfornias Oldest Mational Bank 


MEMBER FEDERAL RESERVE SYSTEM * MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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THE FEATURES. 

















THE PRICE 





Whatever your figuring need, there’s a Burroughs 
Adding Machine with the right features, the right 
capacity and the right price for you. For Burroughs 
has the most complete line of adding machines in the 
business (above, top to bottom: full- keyboard Director, 
compact Ten Key, economy-buy Thriftline). 

For a demonstration without obligation call our 
local branch or dealer today. Burroughs Corporation, 
Detroit 32, Michigan. 


BURROUGHS 


adding machines 





Burrougns 
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Mr. Florence and past national commanders of the D.A.V. organization 


A.B.A. ex-president accepts Disabled American Veterans plaque 


Dis- 
other 


standing work in behalf of the 
abled American Veterans and 
veterans’ groups. 

In the picture above. Mr. Florence, 
second from left, accepts a_ plaque 
presented by the Dallas representatives 
of the D.A.V. With him are Laurence 
Melton, left, Mrs. John E. Early and 
Lewis J. Murphy. Mr. Melton and 
Mr. Murphy are past national com- 
manders in the D.A.V. Mrs. Early is 
past commander of the D.A.V.’s wom- 
en’s auxiliary. 

. 

In recent promotions, The New 
York Trust Company, New York City, 
has named Prescott Evarts, Charles 
B. Straut, Jr., and Peter Haaren to the 
posts of assistant treasurers. New as- 
sistant secretary is Andrew J. Murphy. 

4 

New president of the Decatur 
(Georgia) Federal Savings and Loan 
Association is Julius McCurdy who 
succeeds George C. Munn, now chair- 
man of the board. 

* 


New manager for the London, Eng- 
land, office of The Commercial Bank 
of Australia, Ltd., is D. W. Stride. He 


succeeds H. E. Rickman who has 
retired. 

7 
Elected to vice-president of the 


Canal National Bank, Portland, Maine, 
is William B. Kirkpatrick. He has been 
with the bank since 1948. 

o 


John C. Bondurant has been named 
president of the Planters Bank & Trust 
Company, Farmville, Virginia, to suc- 


ceed the late C. Willard Hart. Mr. 





Bondurant, who has served the bank 
since 1917, has been cashier for the 
past seven vears. 

° 


New posts at the Trenton (New Jer- 
sey) Trust Company have been given 











F. A. SCHUCHARDT N. WOOLLEY 


In new posts at Trenton Trust 


to Francis A. Schuchardt and Norman 
Woolley. 

Mr. Schuchardt, who becomes vice- 
president, joined. Trenton Trust in 1927 
and was advanced to treasurer in 1942. 
The new treasurer, Mr. Woolley has 
been with bank since 1928. 

5 

New president of the Riverside 
State Bank, Fort Worth, Texas, is 
C. B. Barger. He fills the vacancy leit 
at the death of Joe T. Yeargan. Frank 
G. Campbell, Jr., has been promoted to 
vice-president. 

* 

One of the oldest women active in 
banking died recently. She was Miss 
Nellie F. Capen who would have ob- 
served her 91st birthday this summer. 
She joined the Foxborough (Massa- 
chusetts) Savings Bank in 1903 as a 
clerk and was named vice-treasurer in 


Burroughs Clearing House 





Do you need credit information or assistance? 
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Our credit officers are constantly contacting business 
ond industry firsthand. First National credit officers have 
a thorough knowledge of business conditions generally as 
nan well as specialized knowledge of particular fields of Our busy Credit Department ... where we keep up-to-date information on 
business. Their knowledge and experience are available commercial paper names and accurate credit files on thousands of individuals 
ice- to you at all times. and companies in St. Louis and throughout the nation. 

1927 
942. T your request, our credit officers will collect all the perti- 
om nent facts through the use of our nationwide system of 
correspondent banks and our daily contacts with recognized 
agencies and accredited sources. These facts are then care- 


fully analyzed and evaluated before being passed on to you. 


“side 
3, 1S 


leit Our credit officers will also help you analyze commercial 
rank 


oo. a : sesoeaan Git : loan applications ... assist you with your credit forms or 
dl to - ifs IN ST.LOUIS any other phase of your Credit Department operations. We 
hope you’ll call on us often to provide credit information and 
assistance as well as other correspondent services. 
re in 
Miss 


ob- 


mer. me eee — , amass UII 


For information about our many other correspondent services, 
mM 4 write for free copies of the newly revised ‘Sincerely Yours” 

| § booklet. Send your requests to First National Bank in St. Louis, 
St. Louis 1, Missouri. 
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FOR 
COMPREHENSIVE 
BANKING 

and 

FOREIGN 
EXCHANGE 
FACILITIES 


THE 
Mirsusisu1 Bank, 


Ltn. 
NEW YORK BRANCH 


120 Broadway, New York, N.Y. 


Head Office: Tokyo 

& 154 Branches throughout Japan 

London Branch. 82, King William St., 
London E.C. 4 























¥. ET; 


Prrazowy Lawson | 


HIGHER QUALITY 


CAST SIGNS 
AT LOWER COST 


Finer quality than you 
would expect to find 
in everlastingly hand- 
some cast bronze and 
aluminum signs at 
such low, low prices. 








FIRST 

AMERICAN] 

NATIONAL. 
BANK 


Ask for our new 


FREE CATALOG 


An idea source for ex- 
ecutives interested in 
dignified plaques and 
plates. 


Read what others say: 
“Tablets really beautiful . . 


. a splendid 
job. 


—MINERS NATIONAL BANK, 
Nanticoke, Pa. 


“Highly pleased with your work.’ 
—WASHINGTON CO. STATE BANK 
Brenham, Texas 


EWMAN 


BR OTR EC R34 C.- 


EST. 1882 





Dept. 36 Cincinnati 3, Ohio 
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1924. When failing health forced her 
to retire from her daily work in the 
bank several years ago, she continued 
to serve as a trustee. 


advancement at the C.LT. 
Financial Corpora- 
tion, New York 
City, Joseph S. 
Fechteler becomes 
a vice-president. 
Long a member 
of the company’s 
executive staff as- 
sociated with the 
operations of the 
factoring — subsidi- 
aries, Mr. Fechteler 
started with C.I.T. 
in 1934 as an attorney. He now serves 
as a director for the three subsidiaries. 


In an 


J. S. FECHTELER 


* 


The Drovers & Mechanics National 
Bank, York, Pennsylvania, has ad- 
vanced Arlington W. Girton to the 
newly-created post of executive vice- 
president. 

+ 


Heading the new consolidated sales 
department of the Federal Life and 
Casualty Company, Battle Creek, Mich- 
igan is Harold L. Buck, vice-president. 
He will oversee the firm’s regular and 
credit life, and accident and health divi- 
sions in serving agencies and financial 
institutions throughout the country. 


7. 


New president of the Charge <Ac- 
count Bankers Association is Loren L. 
Baumann, manager of the Midland 
Shopper Credit Service of the Marine 
Midland Trust Company of Southern 
New York State. 

Meeting at the Association’s third 
annual convention in Philadelphia, 
Pennsylvania, all member banks re- 
ported increases in the volume of 
charges handled over the past year 
and pointed to the growing popularity 
of the charge account service. 

ze 


The Provident Savings Bank of 
Baltimore, Maryland, is opening a 
branch bank in the Glen Burnie Mer- 
chandise Mart, Glen Burnie, Maryland. 
The branch will become The Provi- 
dent’s 19th office in Baltimore and the 
nearby surrounding area. Ronald L. 
Mason will be in charge of the office. 
° 


The newly-incorporated Chimney 
Rock National Bank, Houston, Texas, 
has been organized. The bank, which 
will open in new quarters to be con- 
structed, will have a total capitaliza- 
tion of $500,000. The application for 
the bank, which has the tentative 


approval of the Comptroller of Cur- 
rency, Washington, D.C., lists Peter 
G. Brooks, vice-president, Bank of the 
Southwest, Houston, as president. 


4 


The appointments of Robert E. Ful- 
ton, Moore Gates, Jr., David T. Harris, 
Lloyd W. Pedersen and Claude F 
Shuchter as assistant vice-presidents 
and W. R. Kirkland Taylor, Jr., as 
assistant secretary of the United States 
Trust Company, New York City, have 
been announced. 


e 


Curtis A. Lovre has been appointed 
vice-president of the Northwest Secu- 
rity National Bank, Sioux Falls, South 
Dakota. 


5 


New president of The First National 
Bank of Burkburnett, Texas is A. R. 
Hill. Mr. Hill replaces J. V. Brook- 
shear who recently resigned to join a 
New Mexico bank. James E. Frye has 
been made vice-president and cashier. 

e 


Thomas P. Hudson has joined the 
First American State Bank, Wausau, 
Wisconsin, as executive vice-president. 
He comes to Wisconsin after serving 
as president of a bank in 
Michigan. 


Hancock, 


4 


Broad Street Trust Company, Phila- 
delphia, Pennsylvania, has promoted 
Gordon A. Walter to vice-president. 


° 


With the change in name from The 
(Ohio) to 


Peoples Bank of 
The Peoples Bank 
and Trust Com- 
pany, the bank has 
established a trust 
department. Vice- 
President Jack L. 
Ames will act as 
trust officer for the 
32-year-old bank 
that has had three 
name changes since 


Dayton 








its founding. The J. L. AMES 
bank was opened 
in 1925 as the Dayton Morris Plan 


Bank. The name was changed to The 
Peoples Bank of Dayton in 1941. 
. 

New executive vice-president at 
Guaranty Bond State Bank, Mt. Pleas- 
ant, Texas, is Charles A. Tucker. J. R. 
Summers has been promoted to vice- 
president. 

a 

Honored guests at a recent Gridiron 
Dinner for the St. Louis (Missour!) 
Women’s Advertising Club were met 
by Miss Margaret Thompson, head 0! 
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There’s no horsing around with facts. And the facts show: 
The 
ts ¢ PNB has been a national leader for 50 years in the 
be | development of correspondent services 
| 
1 
J | e PNB has been a national leader for 50 years in volume 
7 of transit items cleared for correspondents 
¢e PNB is a leader in the fast collection of items—as 
. your own comparison of date-stamps will show you. 
Plan 
The 
There’s plenty of horse-sense in a PNB correspondent relationship. 

at 
leas- 
J. R. 
vice- 
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Honored ad club guests 


the Women’s Departnient at Mercan- 
tile Trust Company, St. Louis. 

Pictured at the start of the evening’s 
festivities were, from left to right, Miss 
Thompson, Mrs. Floyd Odlum (noted 
flyer and business executive Jacqueline 
Cochran), and Mrs. Walter H. Beech, 
president, Beech Aircraft Corporation, 
Wichita, Kansas. 

e 

In two promotions at the Culpeper 
(Virginia) National Bank, Steuart P. 
Hicks has been made vice-president 


and William D. Cannon has _ been 
named vice-president and cashier. 


+ 


The Pennsylvania Exchange Bank, 
New York City, has named John Dow- 
ling vice-president and placed him in 
charge of the foreign department. 


5 


New comptroller of the Wilmington 
Trust Company, Wilmington, Dela- 
ware, is William Bradford, Jr. In his 
promotion, he succeeds Carl B. Baldt 
who becomes vice-president and treas- 
urer. Mr. Bradford has served the 
bank for 25 years. 

+ 

Roy H. Schultz has joined the Frost 
National Bank of San Antonio, Texas, 
as vice-president. He was formerly 
with a bank in El Paso, Texas. 


. 


Lawrence E. Greer has joined the 
Tuscaloosa (Alabama) Bank as vice- 
president and director. He has been 
active in Alabama banks and a prop- 
erty management firm. 


4 


William G. Boggs, vice-president 
and treasurer, Fidelity Trust Company, 
Pittsburgh, Pennsylvania, recently was 
given a chance to fly in a helicopter as 











STRAYER 


See this file... 


for the future. 





New—Different—Has Many Advantages 
Easy Gliding—Smooth—Super in every detail 


Same dimensions as our non-roller files, will stack alongside, interlock automatically 





it will thrill you. Cost so low . . 


STRAYER COIN BAG CO., Inc_—NEW BRIGHTON, PA. 


Send for our catalogue 
COIN BAGS — BOXES — TRAYS — WRAPPERS — SORTERS — NOTE CASES 
Bank supplier since 1914 


Nylon Roller 
and Glide Steel File 


. would seem to exclude non-roller files 
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Bank officer takes to air 


part of a promotion for the television 
show, “Men of Annapolis,” which is 
sponsored by Fidelity Trust. 

In the accompanying picture, Mr. 
Boggs is assisted by Marine Lt. Tom 
Jefferson, (center) and Navy Lt. Bruce 
Bagwell, two of the Navy’s Blue 
Angels jet precision flyers. 


° 


A new branch office of The Hanover 
Bank in the West End of London, 
England, is headed by W. A. Nichols, 
vice-president. 


Sd 


Named to vice-president in charge 
of operations and personnel at The 
Miami Beach ( Flor- 
ida) First Nationa! 
Bank is W. C. 
Payne. 

Mr. Payne has 
served for severa! 
years with Florida 
banks and has been 
active with various 
state banking 


groups. Prior to 
W. C. PAYNE joining Miami 
3each = First Na- 


tional, he was vice-president and 
cashier of a Miami bank. 


° 


Frederick Stein, former associate 
editor of “American Banker”, has 
formed the Haight Hill Company of 
New York City, a business research 
organization. 
~ 

The pride that comes only in win- 
ning came to Russell V. Vernet, direc- 
tor of advertising for Mutual Life In- 
surance Company of New York. His 
apple pie took first place honors in a 
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His apple pie voted best 


company-sponsored baking contest. 

In the accompanying picture, Mr. 
Vernet poses with the remains of his 
entry-winning pie. 

* 


Arthur S. Kleeman, 
Colonial Trust 
York City, New 
York, has been 
elected to the presi- 
dency of the Aus- 
tralian Trade Asso- 
ciation, Ince. He 
succeeds S. H. 
Richter, an execu- 
tive of the Ameri- 
can Pioneer Lines 
Service. Mr. Klee- 
man had previously 
served as 


president of 
Company of New 














A. 8S. KLEEMAN 


vice- 
president of the Association. 

New vice-president of the Associa- 
tion is T. F. Moran. R. H. Rodey be- 
comes treasurer, and R. K. Fessler has 
been named secretary. 


* 


Sam D. Young, Jr., a former state 
bank national bank examiner, has been 
made vice-president of the El Paso 
(Texas) National Bank. 

a 


Wolcott Gregory has been elected 
president of the Lenox (Massachu- 
setts) Savings Bank. 


a 


Charles L. Parrott has been ad- 
vanced to vice-president and cashier 
ot The Dallas County State Bank, Car- 
rellton, Texas. 
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Better papers are made 


with Cotton Fiber 


GIVE YOUR LETTERHEAD A LIFT 


with WESTON cotton riser BOND 


You can see the difference, feel the difference ... 
even hear the difference when you compare 
WESTON BOND with letterhead papers that lack 
cotton fiber quality. Cotton fiber adds character and 
impressiveness that stand out at a cost you hardly 
notice. 





See for yourself the difference cotton fiber quality 
can make in your letterhead and business forms. 
Ask your printer to use WESTON BOND for your 
next lot of letterheads. He has it in white, colors, 
white opaque, white litho finish and matching en- 
velopes... 


Or write for a sample book and make your own 
comparison. Address Dept. BU. 


BYRON WESTON COMPANY 
Makers of Papers for Business Records Since 1863 
DALTON, MASSACHUSETTS 


WESTON BOND 


Cotton Fiber Quality Letterhead Paper 
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$600-A-Year Man 


As a shortstop, he has shortcomings. But as an income tax exemption, 
he rates the top figure. 
Trouble is, that top figure is just $600 a year. If youre a parent, 

you know how far that goes. 

seneficial knows that any family man may meet times when cash is short. 
That's why Beneficial is in business . . . to help meet emergency family 
needs with a small loan service that’s sound and straightforward ... 

and there when needed. 

The Beneficial Finance System helps keep families functioning over the 
tight spots ... with always the thought in mind that: 


.-.-@ BENEFICIAL loan is for a beneficial purpose. 


Finance Co: 


Beneficial Building, Wilmington, Del. 

















MORE THAN 1000 OFFICES IN THE UNITED STATES, CANADA, HAWAI! AND ALASKA 
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Business Development 


The Toronto-Dominion Bank has 
established a new domestic business 
development department to help its 
branches obtain new business. 

A major responsibility of the new 
department is to increase sales of the 
bank’s services to corporations and 
individuals throughout Canada, ac- 
cording to Norman White, former 
supervisor of public relations and ad- 
vertising, who is in charge of its 
operations. The bank has for many 
vears had a new business department 
concerned mainly with helping non- 
Canadian companies become. estab- 
lished in Canada. 

Coordination of all domestic promo- 
tion efforts of all sections of the bank 
is one of its main tasks, and includes 
a program to make the staff more 
sales conscious and to improve the 
effectiveness of the staff’s sales efforts. 
It will also develop plans to secure 
active participation of branch person- 
nel, as well as sponsoring officer calls 
on customers and prospects. 

As pictured above, the new depart- 
ment has already started conferences 
with managers regarding promotion 
schemes in various areas, special serv- 
ices such as Christmas Clubs, and spe- 
cial promotion material. 

One of its first promotional ideas is 
an illustrated staff bulletin entitled 
“T-D Topics.” This two- or three-page 
bulletin is prepared by the public rela- 
tions and advertising department. It 
is designed to give staff members at 
all branches a periodic look at new de- 
velopments in services, promotion cam- 
paigns, and the like. 


So e e 


Helping Immigrants 

Canadian banks are distributing 
booklets to help foreigners meet Can- 
ada’s living conditions. 

The heavy influx of immigrants ex- 
pected from Great Britain this year, 
for example, prompted the Canadian 
Bank of Commerce to distribute 
through its London, England, branch, 
a pocket-size brochure entitled “Living 
in Canada.”’ The 30-page booklet has 
a map of Canada inserted on the back 
cover, a list of all the bank’s branches, 
and a great deal of information about 
‘anada. 

It gives the geographical features 
f Canada and outlines locations of 
the main population centers. Among 
ther topics covered are: language and 
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N. White (right) reviews sales aids with 
Toronto managers, under new program 


Promotion help for branches 


monetary differences between Great 
Britain and Canada; transportation; 
automobiles; when and how much to 
tip; and Canada’s seven time zones. 
The booklet also details the various 
government agencies, the banking sys- 
tem, communications, educational fa- 
cilities, and opportunities available in 
Canada, in addition to listing profes- 


sional and licensing bodies for pro- 
fessional people. Average wages and 
details on labor organizations are also 
cited, along with indications of the 
high standard of living. 

There is a section on what to do in 
leisure hours and a chapter is devoted 
to Canada’s future. 

The bank also has an _ illustrated 
booklet in Hungarian. It covers much 
of the information given in the Eng- 
lish booklet, but gives additional data 
on how to become a citizen, social se- 
curity legislation, postal services, and 
Canadian weights and measures with 
equivalent Hungarian definitions. It 
includes a vocabulary of principal 
words needed in everyday transactions 
for the newcomer. Similar booklets 
were issued earlier this year in Ger- 
man, Italian and Dutch languages. 

The Bank of Montreal has issued an 
illustrated pocket-size folder with 
somewhat similar information in Hun- 
garian. It also details prices of a num- 
ber of clothing and food articles. 


a « ° 
Forgotten Savings 


Unclaimed deposits held by the 
Bank of Canada swelled to approxi- 


Informative booklets help foreigners adjust to Canadian conditions 
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mately $4,000,000, as of December 31, 
1956. These holdings range from a few 
cents to several accounts of nearly 
$3,000. 

Included in the total was $241,382 
collected last year from accounts that 
have been inactive for 10 years and 
unclaimed. The Bank of Canada holds 
these funds for claimants for an un- 
limited period. After 30 years, though, 
accounts under $2 are automatically 
transferred to the Canadian treasury. 

The complete list of unclaimed ac- 
counts, published in the Canada Ga- 
zette, covered 138 pages of names and 
last known addresses. 


Historical Exhibits 

To mark its 25th anniversary, the 
Bank of Nova Scotia has been display- 
ing a variety of historical objects in 
the lobbies of its main branches. The 
exhibits are changed every few weeks, 
and travel from city to city. 

One of these displays features old 
coins, with special emphasis on coins 
of early Canada. When the Bank of 
Nova Scotia was founded at Halifax 
in 1832, one difficulty of carrying on 
business was the infinite variety of 
coins used in everyday trading. Span- 


CANADA’S 
FIRST 
BANK 




















Traveling exhibits highlight early coins and banking history 


ish and patriot doubloons, half eagles 
and pisatreens, sovereigns and _ shil- 
lings, were in use in eastern Canada, 
as well as coins of a number of other 
countries. 

Another exhibit highlights old type 
model railroad cars and locomotives, 
including woodburning engines. Some 
of these toy railroad cars and loco- 
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COAST-TO - COAST 


Bank or MontTREAL 


New York--64 Wall Street 
Chicago: Special Representative’s Office, 141 West Jackson Blvd. 


San Francisco--333 California Street 










Repeats your 18- 
25 word Sales Message in 
LIGHT, MOTION and COLOR... 
Moves like dazzling Electric Spectacular on 


71-08 AUSTIN STREET e 





SELL YOUR BANK 
SERVICES WITH... 


N.Y. Times Square, Requires little space—30 inches long. N 





FOREST HILLS . 
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motives date back to 1870, and include 
models made in the United States, 
Great Britain and Germany. 

There also is a display of toy savings 
banks, some of them almost as old as 
the bank. Many of these coin banks 
have mechanical features which have 
special appeal to the children. 


Long-Term Investment 
Undergoing Changes 

Residential mortgage lending will 
likely become a less important outlet 
for savings in Canada, David W. Slater 
of Queen’s University, Kingston, On- 
tario, told the Dominion Mortgage and 
Investments Association at its annual 
meeting at Toronto recently. In an 
address on long-run developments in 
capital funds in Canada, he pointed 
out that “there is a trend of decline in 
investment in residential housing. 
Housing is becoming a smaller part of 
the nation’s stock of capital. There is 
apparently a long-run trend of decline 
in the proportion of their incomes 
which Canadians are prepared to de- 
vote to shelter. This trend has been 
hidden in Canada in recent years by 
the rapid increase in our population, 
by the extremely rapid shift of our 
population toward urban centers, and 
by the poor state of our stock of hous- 
ing at the end of the war.” 

After pointing out the importance 
of this trend for the association’s 
member companies, he stated that “the 
counterpart of a relative decline in 
investment in housing is increased 
personal expenditure on other durable 
items, and associated with this is the 


greater use of consumer instalment 
credit.”’ 
In reviewing other investment 


trends, the speaker noted that there 
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was an increased stake in machinery 
and equipment, mining and petroleum 
resources, while agricultural invest- 
ments had declined. There has been a | 
gradual increase in financing within 

Canada of government investments, | 


se : | 
utilities and housing, he added. | 


a4 5 a4 


Vacation Balm 

To add to summer vacation pleasure, 
the Toronto-Dominion Bank has given 
each staff member a “vacation pak,” | 
consisting of a variety of sunburn lo- 
tions, first-aid supplies and similar 
drug store items. Each box was deco- 
rated with reproductions of some of 
the bank’s color advertisements, and 
carried a wish for a safe vacation from 
General Manager A. T. Lambert. 


+ 4 ¢ 


Management Changes 

Peter Hunkin, former chief inspec- 
tor of the Canadian Bank of Com- 
merce, Toronto, has been appointed 
assistant general manager for person- 
nel. In his 30 years with the bank Mr. 
Hunkin has served with branches 
throughout Ontario. R. D. Isaac has 





P. HUNKIN 


R. D. ISAAC 


Take over new duties 





replaced Mr. Hunkin as chief in- 
spector. 

G. A. Mark and Alan Petrie have 
also been promoted. Mr. Mark has ad- 
vanced to assistant superintendent at 
the British Columbia regional office at 
Vancouver, while Mr. Petrie is man- 
aging the bank’s Portland, Oregon, 
branch. 

- 


Eric J. Pulton, former assistant 
superintendent of the head-office for- 
eign department of 
the Bank of Mont- 
real, has taken over 
new duties as Eu- 
ropean representa- 
tive of the bank at 
Paris, France. His 
old post has been 
“ssumed by Donald 
. MeCallum, who 
previously served 
as manager of the 
bank’s Yonge 














E. J. PULTON 





“treet and St. Clair Avenue branch. 
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Here’s how to round out 
your knowledge of 


Credit 
insurance 


as a vital factor in 
Commercial 
Loans 


INFORMATION YOU CAN PUT TO GOOD USE is contained in 
the book shown here, Credit Insurance: A Factor in Bank Lending. It 
was written by a banker expressly to acquaint bankers with the 
relationship between Credit Insurance and Commercial Loans. 


It includes detailed discussions of such points as the bank’s role as 
P 

collateral beneficiary, of ‘‘primary loss,” of coinsurance as it applies 

to Credit Insurance, and other points of special interest to bankers. 


To get your copy, write AMERICAN CrepiT INpemnity of New York, 
Dept. 49, 300 St. Paul Place, Baltimore 2, Md. 


American 
Credit 
insurance 


"Gives Accounts Receivable 







a Guaranteed Value" 


r 





CREDIT INSURANCE 


A PACTOR IN BANK LENDING 
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HE thickset Caco general got slowly to his feet. Behind 
him, in the darkness, stood an ugly backdrop of a hundred 
Haitian outlaws. At his feet, a woman stirred a small fire. 
Confronting him, the tattered young man in blackface dis- 
guise saw the fire gleam on his white silk shirt and pearl 
handled pistol and knew this was the murderous chieftain, 
Charlemagne Masena Peralte. The man he’d come for, 
through a jungle and a 1200-man encampment, past six 
hostile outposts, risking detection and certain death. 
Charlemagne squinted across the fire. “Who is it?” he 
challenged in Creole. 
There was no alternative; Marine Sergeant Herman Han- 
neken dropped his djsguise, drew an automatic, and fired. 
The night exploded into gunflame, most of it from Hanne- 
ken’s second-in-command, Marine Corporal Button, and his 
handful of disguised Haitian gendarmes. But the shot that 
killed Charlemagne was the one which would finally end Caco 
terror and bring peace to Haiti. 
Sergeant Hanneken is retired now—as Brigadier General 


PART OF EVERY AMERICAN’S SAVINGS BELONGS IN U.S. SAVINGS BONDS 


The U.S. Government does not pay for this advertisement. It is donated by this publication in cooperation with the 
Advertising Council and the Magazine Publishers of America. 


A bullet for 


Charlemagne 


Hanneken, USMC, with a Silver Star for Guadalcanal, a 
Legion of Merit for Peleliu, a Bronze Star for Cape Glouces- 
ter, a Gold Star, and a Navy Cross. And, for his incredible 
expedition against Charlemagne, November 1, 1919, the 
Medal of Honor. 

The Herman Hannekens are a rare breed, it is true. Yet in 
all Americans there is much of the courage and character 
which they possess in such unusual abundance. Richer than 
gold, greater, even, than our material resources, it is the living 
wealth behind one of the world’s soundest investments— 
United States Savings Bonds. It backs our country’s guaran- 
tee: safety of principal up to any amount, and an assured rate 
of return. For real security, buy Bonds regularly, through 
your bank or the Payroll Savings Plan, and hold onto them! 


Now Savings Bonds are better than ever! Every Series 
E Bond purchased since February 1, 1957, pays 314% 
interest when held to maturity. It earns higher interest in 
the early years than ever before, and matures in only 8 
years and 11 months. Hold your old E Bonds, too. They 
earn more as they get older. 
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THE BOOKLET COUNTER 





Reducing Diet for Letters . . . The 
most glaring fault in business letter 
writing is the use of too many words, 
according to the author in the reprint 
of this timely article. She advises 
writers to get to the point immedi- 
ately, use form letters whenever pos- 
sible, utilize guide or patterned letters 
to cover frequently recurring sit- 
uations and _ strive for shortness, 
simplicity, strength and sincerity in 
each letter. She gives hints on how to 
achieve these objectives. Also included 
is a handy table detailing the time and 
cost factors involved in creating a 
typical 175-word letter. It may cost 
from 8 cents to $2.45, depending on 
the method of dictation, and other fac- 
tors. 


Psychological Tests . . . Personnel 
officers will find this 32-page catalog 
helpful in locating materials to use in 
selecting employees, improving em- 
ployee performance, and_ reducing 
turnover. Included in it are tests of 
intelligence, interest and personality, 
as well as tests for measuring apti- 
tudes and skills. Of primary interest 
to bankers is the section on clerical 
and office personnel tests, which pro- 
vide accurate measurements of office 
vocabulary, arithmetic and checking 
abilities of personnel. Reading im- 
provement and employee merit ratings 
are among other topics that are con- 
sidered in the booklet. 


Life Insurance Stocks . . . This 
fact-packed 92-page study provides an 
excellent guide for investment coun- 
selors or bankers considering data on 
life insurance securities. Individual 
life insurance firms are analyzed sep- 
arately, as to their history, their 
growth and earnings, distribution of 
assets, capital funds, dividends and 
market price of their shares. Of par- 
ticular interest is a table showing the 
comparative ten year market apprecia- 
tion of the various companies, price- 
earnings ratio, increase in business 
and the like. 


Outstanding Savings-Loan Offices 
... Example of some of the nation’s 
most modern and functional financial 
houses are contained in this 20-page 
publication. It provides a look at a 
wide range of architectural styles and 
the many different types of construc- 
tion that have been used in successful 
new office design. With more than 70 
illustrations, the brochure offers those 
considering new or remodeled quar- 
ters a wealth of ideas already accepted 
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Pinpoints latest trends 


and put into use. The dramatic use of 
materials, many native to the locale, 
is amply depicted. 


How to Climb Financial Moun- 
tains . . . This interesting brochure 
provides an_ excellent format for 
banks and other financial institutions 
that are looking for ideas in savings 
promotional material. It points out 
that insurance premiums, property 
taxes, state income tax and tuition 
fees, are among the many expenses in- 
curred by customers throughout the 
year, and call for a special savings 
account to meet these needs. A handy 
chart is given, along with simple sug- 
gestions on how to figure annual costs 
for these various outlays. The material 
is presented in a way designed to stir 
the reader into action. 


American Express Report . . . The 
worldwide operations of this out- 
standing organization are fully out- 
lined in this 28-page report. In addi- 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letlerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 

















tion to providing statistics regarding 
its operation, the booklet gives an ex- 
cellent recap of the many services pro- 
vided, such as travelers cheques, 
money orders, travel facilities, inter- 
national freight forwarding, foreign 
remittances, overseas banking, and the 
like. The report, which is well illus- 
trated with pictures, graphs and 
tables, could also serve as an excellent 
guide for similar promotions by other 
institutions. 


Auditing and Control . . . The 
growth of instalment credit and the 
nature of its record keeping make 
the instalment loan department par- 
ticularly susceptible to embezzlement, 
according to this reprint of a speech 
before an Eastern state bankers asso- 
ciation. The 16-page pamphlet out- 
lines recommended methods for proper 
audit controls over dealer loans, col- 
lateral, payments, collections and in- 
come. It identifies some of the major 
risks involved in instalment credit 
and suggests tight accounting methods 
to protect the department from losses 
through dishonesty. Instalment loan 
personnel could make worthwhile com- 
parisons between the system at their 
own bank and the recommendations in 
this review. 


Role of Factoring in Business 
Finance .. . This informative 70-page 
booklet details the basic fundamentals 
of factoring, what it does, how it may 
be used by business firms, its cost, 
collateral services and recent trends 
in the field. Its author is an expert in 
the financial field. This pamphlet is the 
first of a new series of studies on com- 
mercial financing that he is preparing 
for a large Eastern finance company. 
He points out that factoring is a 
means whereby a firm can not only 
secure funds, but at the same time 
shift its credit and collection problems 
onto the shoulders of the financing 
source. 


Protected Payment Plan . . . This 
12-page brochure discusses the benefit 
and need for a credit protection pro- 
gram that removes the inherent dan- 
gers to both debtor and creditor by 
disability or death. Recognizing that 
all firms have special problems to con- 
tend with and that requirements are 
different in various locales, the booklet 
pinpoints basic plans that can be util- 
ized for maximum effectiveness. Oper- 
ating aspects, coverage, premiums, ex- 
clusions and the cost of the services 
are described in detail. 
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WILLIAM B. ALLEN, 

Director of Sales Training, 

KENDALL MILLS, Walpole, Mass. 
Division of The Kendall Company 


Kendall Mills salesmen write their own expense drafts 





BANKERS 


Some of your customers may now 
use The Traveletter System. Other 
customers and prospects of yours 
may use Traveletter in the future. 
You, as a banker, can be helpful 
to your customers and prospects 
by having information about 
Traveletter in your files. 

We shall be glad to send a special 
descriptive brochure, prepared for 
bankers, on request. 











Traveletter 


... the better system for handling 
travel expenses . . . since 1894 


Descriptive Brochure on Request 


TRAVELETTER CORPORATION 


“Our salesmen and management are happy 
with the Traveletter System of receiving 
expense money. It is convenient for them, 
is easily cashed, and is speedy. It also pro- 
vides a good control over their expenses. 
The number of men in this division using 
it varies between 50 and 60 at a time. We 
have been using the Traveletter System 
since 1945. 


“I thought you might like to know how 
high our regard is for your organization, 
and how pleased we are with your system.” 


The Traveletter System reduces cash 
advances, saves accounting time, prevents 
lost time and lost orders, builds morale of 
salesmen. 


Used by companies employing from 1 to 
1,000 travelers, including United Aircraft 
Corporation, American Cyanamid Co., 
Western Electric Co., and many others. 


® GREENWICH 5, CONNECTICUT 
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COURT DECISIONS 








By FREDERICK C. FIECHTER., Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Time Price 

The United States Court of Appeals, 
Fifth Circuit, in a proceeding to for- 
feit an automobile for use in violation 
of the intoxicating liquor laws alluded 
to the “time price” doctrine prevailing 
in Alabama, where the case arose. 

In stating that the lien claimed by 
the conditional sales vendor did not 
secure unearned interest, the court 
recognized the “time price” doctrine 
which prevails in Alabama, the State 
whose law created the lien. It said: 
“This doctrine provides, in effect, that 
a seller may set two alternative prices 
for a commodity: a ‘cash price’ and a 
‘time price’ with payments of the 
latter to be made later or over a period 
of time, and the difference in amount 
between these two prices is not to 
be considered ‘interest,’ at least for 
the purposes of the usury laws.” 
United States v. Commercial Credit 
Corporation, 242 F.2d 57 (1957). 
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Promissory Note Binding 
Despite Verbal Discharge 

The Appellate Division of the Supe- 
rior Court of New Jersey affirmed 
its lower court in this case, holding 
that there was no discharge or renun- 
ciation of a promissory note which a 
decedent told his sons to forget about. 
The note was executed in his favor 
and he retained possession of it until 
his death. 

The decedent had a 5 & 10¢ store 
which he turned over to his three sons. 
A year later, two of his sons gave him 
a $40,000 promissory note payable on 
demand and representing a loan from 
the father who helped to finance the 
business. The father borrowed from 
his bank $23,000 of the sum loaned. 
That amount was paid back by the 
sons with interest, but a balance of 
$17,000 remained due. A son attempted 
to pay an installment and was told 
by his father: “Forget about it. You 
don’t owe it to me.”’ On various other 
occasions the father had told his 
daughter that he did not want the 
boys to pay him the $17,000 that they 
owed him on the note. 

Within a month of these comments 
he died, naming his daughter execu- 
tix under his will and leaving his 
'<siduary estate to her, his three sons 

! a friend in equal shares. The 


July, 1957 


friend insisted that the note be col- 
lected and the executrix sought leave 
of court to surrender the note to her 
brothers. 

The court refused, adding that 
under the Uniform Negotiable Instru- 
ments Act a renunciation must be 
either in writing, or the negotiable 
instrument should be delivered to the 
liable person. Cancellation of a nego- 
tiable instrument, it continued, calls 
for an intentional act upon the instru- 
ment itself such as destroying it or 


defacing it by marking it cancelled. | 





If the renunciation is to be verbal, | 


there must be consideration for it, 
the court said, and love and affection 
for children would not constitute suffi- 
cient consideration under these cir- 
cumstances. 


“While it is sometimes stated that | 


love and affection is a good considera- 
tion in instruments of conveyance,” 
the court added, “the more accurate 
rationale is that an executed convey- 
ance under seal imports a solemn act 
which the parties intend to be binding 
without further consideration, and 
the courts will enforce their intent in 
such case.” 

In Re Kirschenbaum’s Estate, 130 A. 
2d 640 (1957). 
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Joint Registration 

The clear language of a debenture 
registration may not be denied or var- 
ied by oral evidence, according to the 
Supreme Court of Iowa. 

A father died leaving two sons and 
no widow and evidence that he wished 
his estate divided equally between the 
two sons. However, he left no will, and 
a controversy developed between the 
sons upon the construction to be placed 
upon certain language contained in 
three separate instruments known as 
debentures issued by the Farmers 
Loan and Trust Company, of Sioux 
City, aggregating $26,000. Each of 
the debentures was payable to “John 
Miller or Robert Miller, either one or 
the survivor.” 

John died and his son Robert claim- 
ed the debentures as the survivor al- 
though his brother Albert contended 
that their father’s intent was the con- 
trolling consideration rather than the 
language in the debentures, and that 
therefore Robert must hold the pro- 





ceeds of the debentures in trust for 
himself and his brother in equal 
shares. 

“Checks could not be written against 
the debentures; they were due at 





Since 1900 


CO) 2 4 
IS WRAPPED 


Gummed 
Currency Straps 


Distinctive 
Coloring 


Made in 18 standard and many special 
order color and denominational com- 
binations with a long-life dextrine seal- 
ing gum. 





THE 300 SERIES 

14," x 73/4" 
#325—$250 Blue 
+326—$250 Green 
#350—$500 Goldenrod 
#351—$500 Pink 
#352—$500 Red 
#360—$1000 Gray 
#361—$1000 Orange 

#312—$100 Gray #362—$1000 Green 

#320—$200 Brown #370—$2000 Red 

Special denominational colors and amount imprints 

may be ordered. 


New Colorful Catalog 


Write today for free cata- 
log and price list. Save 3 
ways on all money wrap- 
ping supplies. 


#+Wi—$25 Orange 
#302—$25 Brown 
#305—$50 White 
#WE—$50 Orange 
+307—$50 Blue 

#310—$100 Pink 
#311—$100 Green 
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MANUFACTURING COMPANY 
WORCESTER 8, MASS. 
A Complete Line of Money Wrappers 
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The Adjuster— 


makes you glad you’re insured by THE HOME! 


Policies may seem “all alike” to you—until you've had 
a fire or other insured loss. 


That’s when you appreciate the services of your Home 
Insurance adjuster. 


When your own agent or broker recommends The Home 
to protect you, he has the adjuster in mind. He knows that 
The Home adijuster’s objective is identical with your own 
—to see that your loss is paid promptly and fairly, with 
the least trouble and inconvenience to you. 


To assure this, even after a catastrophe, The Home Insur- 
ance Company has trained and maintains a special staff 
ready to work 24 hours a day anywhere in the nation to 
speed payment to our policyholders. 


As in most things —you do best when you buy the best! 
See your HOMEtown agent now! 


Srsurance Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE « AUTOMOBILE « MARINE 
The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


A stock company represented by over 40,000 independent local agents and brokers 
































stated dates, and would be payable, 
under their terms, to either of the 
named payees upon identification,” the 
court said. “The actual contract here, 
as in joint tenancy deeds, was ex- 
pressed on the face of the debentures. 

“There is no doubt that the words 
or the survivor’ were sufficient to 
create a joint tenancy. Any language 
which clearly shows an intent to make 
the grantees in a written instrument 
of conveyance or ownership joint ten- 
ants is sufficient to be binding, but 
such instrument may not be varied or 
contradicted by parol evidence,” it 
added. “The intent of the parties here 
was definitely set out in the debentures 
and the evidence of the appellant- 
objector tending to show that John 
Miller meant to treat his two sons 
equally was not competent.” 

Albert also contended that the de- 


| bentures were in the nature of an ad- 


vancement, but the court answered 
this argument on the finding that an 
advancement embraces the idea that 
the donor has irrevocably parted with 
his title in the subject matter and that 
complete title has passed to and be- 
come vested in the donee. In this case, 


| however, the arrangement was clearly 
| not irrevocable. 
| In Re Miller’s Estate, 79 N.W. 2d 315 


(1956). 
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Share Certificate 
| Endorsement 


Possession of stock certificates is not 
proof of ownership, according to a 
recent ruling by the Supreme Court 
of Louisiana. The case involved the 
estates of father and son, both de- 
ceased. Stock certificates issued in the 
father’s name were found in the son’s 
bank box. The certificates bore an un- 


| dated endorsement in blank by another 


son, also deceased, who was purported 
agent and attorney for the father. 

The court ruled the endorsement 
was an absolute nullity and did not 
transfer ownership of the stock to the 
son, adding that there was no proof 
as to the date and circumstances of 
the transfer or that the son who 
signed had authority to execute an 
endorsement. 

The registered owner of the stock 
was married in 1899 and the stock 
was originally issued to him in 1905. 
He died in 1933, and in 1944 the con- 
troversy arose by accidental discovery 
that the corporation involved held val- 
uable real estate assets. 

The stock certificates comprising all 
of the outstanding shares of the corpo- 
ration were found in the private bank 
box of the son who died in 1950. The 
certificates were listed in his estate 
accounting as having no value, and 
were not classified as either separste 
or community property. His widew 
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Bessie Barnes climbed up on her stool behind 
the teller’s window. She got out her lipstick to 
make her smile a little rosier, ran a comb 
through her yellow hair, arranged fresh bills 
in her drawer compartments and opened up 
the coin packages. Then the brand new watch 
from her husband said it was nine-thirty. 

And there was Miss Fanny Cook at 
Bessie’s window. 

“Happy birthday, honey!” Miss Fanny 
chirped, reaching into her reticule. 

“Why, Miss Fanny, how did you know?” 
Bessie beamed. 

“Bobby told me,” Miss Fanny replied. 
Bessie swallowed the little gasp that always 
rushed out whenever Miss Fanny blithely 
called Mr. J. Bobbitt Willoughby, president 
, of the bank, “Bobby.” Miss Fanny pushed a 
he >» 3 : pink-ribboned, white tissue package under 
’s nnn Bessie’s window. 
ma : They oh-ed and ah-ed over the linen pil- 

a. : low slips Miss Fanny had monogrammed, 
3 er while Bessie deposited Miss Fanny’s check 
ed > and handed her fifteen dollars “to go on.” 
A | “Now, let me check your balance—just 
nt a. to be sure,” Bessie said casually, knowing how 
Miss Fanny always forgot. 

By lunchtime Bessie had candy from 
Kendricks, whose withholding tax money she 
deposited; rhinestone earrings from Mr. 
- Isaacs, who'd never forgotten the time Bessie 
an ’ i > — called him about his payroll she’d verified 

-—_ Ss : and found too big; tulip bulbs from Mrs. 
ask ™ KO Ses ~, ae Johnson, whom she’d talked into a loan for 
ore d OO POOF that profitable upstairs apartment; an angel 
05 SO POO food cake from her church circle and a hand- 

" G2 Le bag from the Business Girls Club of which 
sand she was secretary. 
ery So Bessie had a wonderful birthday, be- 
val- cause friends from all over town took the 
occasion to remember the nice things she 
r all did for them every day in the year. 
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The THE fit NATIONAL BANK OF ATLANTA 
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National Bank of Atlanta to—the people at your bank. 
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and | This is the fifth in a series of advertisements dedicated by the First 
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Recent years have witnessed 
@ spectacular growth in 
almost every phase of 
Canada’s economy, notably 
in manufacturing which to- 
day produces a wide and 
diversified range of indus- 
trial and consumer products. 
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DIVERSIFIED 


Tae @t-lar-leors| 


...-SO are the services of Canada's largest bank 


When your customers wish to explore business opportunities in Canada 
you will do well to consult the Royal Bank. We offer many services, 
far beyond the realm of routine banking. For example, we maintain 
an up-to-date list of desirable factory sites. can assist in developing 
reliable trade connections, and have on hand or can obtain quickly a 
wealth of factual information on labor, power, transportation, markets 
and related topics as they apply to every section of the country. For 
information on these and other special services, get in touch with our 
Business Development Department at Head Office, Montreal. 


THE ROYAL BANK 
OF CANADA 


Head Office: Montreal 
New York Agency—68 William Street, New York 5, N. Y. 
Over 890 branches in Canada, West Indies, Central and South America. 


Offices in New York, London and Paris. Correspondents the world over. 


Total Assets Exceed 312 Billion Dollars 








|, and the surviving widow and heirs of 


his father entered into a compromise 
agreement in 1953 that the shares in 
question were without value. Both 
parties agreed that the share certifi- 
cates were owned by the family before 
the dead son’s marriage. 

The instant action was one to have 
the stock declared the property of the 


| registered owner’s estate rather than 
_ that of the estate of the son in whose 


box they were found, and whose widow 


|claimed her community property 


rights therein. 
“Where a certificate of stock is pre- 
sented, as in this instance, with an 


| unauthorized endorsement, which is 
| an uncontroverted fact herein, such 





an endorsement does not transfer or 
convert the ownership from the person 
appearing to be the owner into an un- 
disclosed ownership,” the court said. 
“The person accepting such assign- 
ment or transfer must ascertain proof 
of the genuineness of the endorsement 
or the existence of proper authority 


| to make the endorsement.” 


Succession of Pailet, 93 So. 2d 235 
(1957). 
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Stolen Blank Cheeks 

A sneak thief took from the desk in 
a pastor’s church study two of twelve 
checks in a checkbook which had been 
signed in the name of the church by 


| its authorized treasurer, with dates, 
| payees’ names and amounts left blank. 





The thief filled in his own name on 
one check, endorsed it, and had it 
cashed at the drawee bank. On the 
other check he filled in the word 
“cash,” endorsed his name on the back, 
and had it cashed at a credit union. 

Subsequently the church sued its 
drawee bank, the credit union, and its 
insurer under a “church burglary, rob- 
bery, theft and larceny policy” for its 
loss of $750.00. 

The Municipal Court of Appeals of 


| the District of Columbia found no 


liability on the part of the bank or the 
credit union but reversed the lower 
court so far as the insurance company 
was concerned. 

The bank was not liable because of 
the familiar rule that when one of two 
innocent persons (i.e., the church and 
its bank of deposit) must suffer from 
the fraud of a third person, the loss 
must fall on him who made it possible 
or helped set the wrong in motion. 
Here the negligence of having signed 
blank checks in unlocked compart- 


| ments was that of the church. The 


drawee bank was not a “holder” but 
under its contractual relationship with 
its depositor was bound to pay a check 
valid on its face. 

As to the credit union the court, by 
a parity of reasoning, held the same 
way. But the insurance policy which 
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‘The First National Bank of Birmingham 


Birmingham, Alabama 





Benefiting greatly from ‘their large number 
and various types of Brandts. 


The following is quoted from a letter received from The First National Bank 
of Birmingham: 





“We have in our Main Office and Branches 88 Brandt Cashiers, 5 Brandt | 
Counters and Packagers, and 2 Brandt Sorters and Counters.” 


“During the rapid growth our bank has had in recent years we have found 
this equipment to have been most valuable to us in handling the substantial 
increase in volume we have experienced. They have enabled us to handle 
our window customers much faster and have greatly speeded up the handling 
of our coins in our tellers’ department.” 


Like many banks, large and small, throughout the country, The First National 
Bank of Birmingham is well equipped with Brandt machines of all types. 


The great speed and absolute accuracy of Brandts in the handling of coins 
benefits both banks and customers alike. 


Model 250 . . Model 150 ' ; Model SL (motor driven) Model CHM (motor driven) 
Brandt Automatic Cashier Brandt Automatic Cashier Brandt Coin Sorter and Counter Brandt Coin Counter and Packager 


(this machine can also be supplied in 
a hand operated model) 


BRANDT AUTOMATIC CASHIER COMPANY 


WATERTOWN Established 1890 WISCONSIN 
“Brandt” and "“Caoshies” cegistered United States Patent Office and Canadian Trade Marks Office 





indemnified the assured for loss by 
burglary, etc. of ... “securities”... 
defined “‘securities” to mean “all nego- 
tiable or non-negotiable instruments, 
or contracts representing either mo- 
ney or property ...”’ While the church 
took the position that the two checks 
were negotiable instruments. The in- 
surance company argued that they 
could not be called even negotiable or 
non-negotiable and were merely blank 
pieces of paper. The court said that 
the technicalities of negotiable in- 
struments law were not applicable, but 
rather the rules of the law of insur- 
ance, and if there was any ambiguity 





in the contract it must be resolved in 
favor of the insured. Here the church 
suffered a loss since it had no rights 
against either the bank or the credit 
union, and the checks were not covered 
by the exclusion of ‘“‘manuscripts, rec- 
ords, accounts or money”’ in the policy. 

The insurance company also argued 
that the loss did not take place on the 
church property, since the real loss oc- 
curred when the bank debited the 
church’s account. To this the court 
replied: “We cannot agree that the 
subject matter of the theft is any less a 
loss to the owner because it was not 
converted into money until after the 





DIVERSIFICATION IS INTRIGUING 


One of the current phenomena of 
our economy is. the widespread 
conviction that diversification of a 
business insures against recessions. 
Apparently, when wopples are 
down dopples are up, so the theory 
is that to manufacture both is to 
create a balance that more or less 
guarantees uniform profits. 


There may be something to this 
but it seems to us that it smacks a 
little of the old ego to assume that 
just because a manufacturer is good 
at making wopples, he would be 
equally good at making dopples. 
Carried to extremes, as it sometimes 
is, this theory could build up a lot 
of confusion, with the result that 
it might become necessary to “spin 
off” this and that to get back to 
the very limited number of items 
which can be handled profitably. 


As for us, we are trying to make one 



















thing ... bank checks. We still have 
a lot to learn, so we spend our time 
in study and research that relates to 
bank checks. We refuse to be con- 
cerned about the future of bank 
checks, and if, profitwise, they gointo 
a tail spin, we’re stuck with them. 
Even so, we believe that this is a 
better calculated business risk than 
to spread our shot and clutter up 
our philosophy with the problems 
that accompany diversification. 


In the long run, we think we can do 
a better job for our people and for 
our customers if we continue to func- 
tion as specialists. On occasion we 
may be undersold, and from time to 
time someone will introduce an in- 
novation that will cost us some busi- 
ness. We are confident, however, 
that over the years those who work 
with us and those who buy from us 
will get a better deal because we 
choose to “stick to our last.” 
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Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL, DALLAS 



















WRITE OUR BANKING SERVICE 
DEPARTMENT FOR FULL DETAILS 


8 Field Offices 
Throughout the Country 


you serve only a few pennies extra per day. 
Credit Life, Accident and Health program is flexible, 
specifically tailored to the individual requirements of 
each bank 


SYMBOL OF 


SECURITY 


for you and your customers 


Proteeting the earning power of your 
customers is mighty good business .. . 
and this additional security costs those 
Our 


CREDIT LIFE AGENCY, inc. 


61 Barclay N.E., Grand Rapids, Mich. 








| outstanding. 


| tion could not affect the rights of a 


| Unauthorized Withdrawals 


| positor against his bank of deposit 








thief had made good his escape.” 
Concordia Luth. Evan. Church \v 
United States Cas. Co., 115 A.2d 307 
(1955). 
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Renunciation by Holder 


A renunciation of the rights by the 
holder of a note against any party to 
the instrument may take two forms, 
according to the Court of Appeals of 
Kentucky. It may be by a written dec- 
laration without consideration, or it 
may be by surrender of the note to the 
original lender, likewise without con- 
sideration. 

In this case, the latter method was 
involved. One brother loaned funds to 
his brother and received notes for the 
money. Thereafter the lender got the 
borrower in some OPA trouble, and it 
was alleged by the borrower that in 
consideration of the fines paid by the 
borrower, the lender redelivered the 
notes by way of settling for the bor- 
rower’s taking the OPA responsibility. 
On the other hand, the lender claimed 
that he had redelivered the notes to 
the borrower because the latter was in 
the process of refinancing his business 
and was attempting to borrow money 
which he could not do with the loan 











After pointing out that a renuncia- 


holder in due course without notice, 
the Court affirmed the trial court in 
holding that the jury was correct in 
finding a renunciation, even though 
there was no consideration. Therefore 
the lender could not recover. 

Miller v. Miller, 296 S.W. 2d 684 
(1956). 
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The Ohio Court of Appeals affirmed 
its lower court in holding for the de- 


which had paid out to his wife on the 
basis that she needed money for the 
support of herself and her child, even 
though the signature card indicated 
that the money was to be withdrawn 
by the depositor only. 

Approximately $1,700.00 was placed 
from time to time in a savings ac- 
count, mostly through the United 
States mail of the Army in Korea. 
When he demanded payment, it was 
refused because the wife had with- 
drawn all of the money on her own 
signature, presumably for the support 
of herself and her child. 

The bank claimed that the depositor 
had instructed it to change the account 
to a joint account, but it was unable 
to produce the letter in which this re- 
quest was made. 

Robinson v. — — Bank, 140 N.E. 24. 
44 (1955) 
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Yes, we said it! And we repeat... 


Lawyers Title service and protection, unexcelled 
in the title field, are readily available anywhere 
within 43 states 

District of Columbia 

Hawaii 

Puerto Rico 

Ontario, Canada 


Quebec, Canada 


lawyers Title [nsurance (Orporation 


Home Office ~ Richmond , Virginia 


TITLES INSURED THROUGHOUT 43 STATES 


BRANCH OFFICES IN: Chicago, Ill. Decatur, Ga. 
Akron, O. Cincinnati, O. Detroit, Mich. 
Albany, Ga. Cleveland, O. Flint, Mich. 
Atlanta, Ga. Columbus, Ga. Freehold, N. J. 
Augusta, Ga. Columbus, O. Grand Rapids, Mich. 
Birmingham, Ala. Dallas, Tex. Macon, Ga. 
Camden, N. J. Dayton, O. 


, THE DISTRICT OF COLUMBIA, PUERTO RICO, 
HAWAII AND THE PROVINCES OF ONTARIO AND QUEBEC, CANADA 


NATIONAL TITLE DIVISION OFFICES: CHICAGO, DETROIT AND NEW YORK 


Mansfield, O. Newport News, Va. Savannah, Ga. 
Marietta, Ga. New York, N. Y. Toms River, N. J. 
Miami, Fia. Norfolk, Va. Washington, D. C. 
Mount Clemens, Mich. Pittsburgh, Pa. White Plains, N. Y. 
Newark, N. J. Pontiac, Mich. Wilmington, Del. 
New Orleans, La. Richmond, Va. Winston-Salem, N. C. 
Roanoke, Va. Winter Haven, Fia. 


REPRESENTED BY LOCAL TITLE COMPANIES IN MORE THAN 200 OTHER CITIES 

























Working individually or as components of a team 
3 National Title Offices 
39 Branch Offices 
229 Agents 
13,000 Approved Attorneys 
expedite the handling of real estate transactions 
no matter how simple and local or how intricate 
and widespread they may be. 
And, 
THERE IS NO BETTER TITLE INSURANCE 
THAN A POLICY ISSUED BY... 





CONTINUED FROM PAGE 37 

only that portion of his balance which 
properly belongs in a city institution. 

Tobacco is the largest single money 
crop in our entire territory, and like 
all banks here we are vitally interested 
in it. Therefore, we try to keep our 
friends informed as to the crop, from 








Make Check Sorting 
FASTER... 
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No. 2213 
Bank 
Sorter 





THE 


a 
BANK CHECK SORTER 


For daily sorting in bank bookkeeping de- 
partments the Kohlhaas Bank Check Sorter 
will outperform any manual sorter on the 
market in Speed, Ease-of-Operation and Ac- 
curacy. Has all of the operator designed 
features for improved sorting efficiency. Avail- 
able with Alphabetical and Name Guides to 
suit your requirement. 


Li's worth this 


FURTHER INFORMATION — PRICES 
the KOHLHAAS co tecinsi** 











BRANDT AUTOMATIC CASHIERS 


Late models at substantial savings. 
Others at savings of $200. Late 
model Brandt Electric Coin Count- 
ers & Packagers—save over $200. 
All makes sold, serviced or traded. 
Get our price on your trade-in 
machines. 


COIN MACHINE SALES-SERVICE 
2714 La Salle St. St. Louis 4, Mo. 
PRospect 6-5498 














Why Pass Up Extra Commissions? 


Leading passbook manufacturer now has sev- 
eral territories open for aggressive men call- 
ing on banks to sell all types of passbooks 
and pocket check covers. Commission basis. 


WILLIAM EXLINE, INC. 





1270 Ontario Street e¢ Cleveland 13, Ohio 
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BANKING FOR BANKERS 


the time it is first planted until it is 
on the sales floor of the warehouse. 
Thus, when some move of genuine sig- 
nificance is under way, we try to pro- 
vide the necessary information. For 
instance, when the U. S. Department 
of Agriculture scheduled a referendum 
on three-year crop controls on Burley 
tobacco, we sent out a three-page let- 
ter, telling the facts, stripping away 
the emotional haze that had sur- 
rounded the issues, and submitting 
our idea as to the only workable solu- 
tion. We closed our communication 
with: “If our banker friends choose to 
use this or any part of this letter for 
the purpose of interesting the farmers 
in this—their program—certainly you 
have our permission.” 

This same general policy governs 
our letters to correspondent banks on 
other matters of economic importance 
to themselves and their customers. In 
the spring of 1956, for example, a 
raise in Federal Reserve rediscount 
rate led to outspoken differences of 
opinion within the Administration. 
This occasioned a letter from us point- 
ing out the basis for each side’s opin- 
ion and the purpose of the raise. 

Again, country bankers told us last 
summer they were encountering stiff 
resistance from borrowers objecting 
to increased interest rates. We accord- 
ingly addressed the correspondent 
bankers pointing out the need for 
higher rates as evidenced by Govern- 
ment bond and bill rates, the discount 
on long-term Governments, and the 
firming of city bank interest rates. We 
concluded, “With the firmness of 
money, banks are becoming more ag- 
gressive in this area and if the bor- 
rower has any conception at all of the 
money situation, he cannot put up a 
valid defense against such increase.” 


HESE letters are written with the 

definite purpose of giving the bank- 
er something he can cite to his custom- 
ers in his dealings, whether in trying 
to influence them to vote soundly on the 
Burley acreage referendum or to rec- 
ognize that tight money and higher 
interest rates are here to stay for a 
while. The bankers really do use them 
liberally, so they tell us, and with ex- 
cellent results. A small-town borrower 
may be inclined to wave aside his local 
banker’s demands for higher interest 
as pure avarice, but when the banker 
shows him a letter from a big bank 
explaining that rates have gone up 
and why, the borrower’s objections are 
easier to overcome. 

Because we write so many circular 
letters to country correspondents, and 
because these cover so wide a range of 
topics, it would be possible to continue 


almost indefinitely a description of the 
letters, their purposes, and results. 
When we attend a meeting of the Ken- 
tucky Bankers Association, we write a 
detailed letter telling just what oc- 
curred. For many years we have writ- 
ten a similar report from the Ameri- 
can Bankers Association convention 
and had it mailed out promptly from 
the convention city, reaching our cor- 
respondents back home well in advance 
of detailed reports in banking publica- 
tions. Such reports from a home-state 
banker are sincerly appreciated, if 
only because of local views. 

Our actual services offered to corre- 
spondent banks include all of those 
commonly provided by city corre- 
spondents, plus a number that are less 
general. If a smaller bank wants aid in 
setting up or improving a system, we 
are glad to provide assistance from 
our operating folks—but only if and 
when the other bank’s directors specifi- 
cally ask us, in the interests of smooth- 
er relationships with personnel. 


E operate a night operating staff 

to speed up collections, and we 
also send most of the items in our ter- 
ritory direct rather than through the 
Federal Reserve Bank. The latter 
practice speeds the service, and also 
gives the country bank an incentive to 
maintain an account with us, not to 
mention being reminded of our bank 
and its service by the daily exchange 
of cash letters. Recently we have de- 
veloped improved ways of speeding up 
the delivery of cash letters from larger 
points, with a resultant decrease in 
realization time. 

Services that have been added with- 
in recent years include a pooled-fund 
retirement program for correspondent 
banks, and time credit accounting. The 
first follows the general outlines of 
plans that have been installed by a 
number of city correspondent banks. 
The second affords an accounting sys- 
tem and billing service for the corre- 
spondent bank’s time credit depart- 
ment, so set up that entries by the 
small bank require only the use of a 
dater stamp. We perform this service 
for 50 cents per account, which is con- 
siderably below cost, enabling the 
small bank which lacks modern ac- 
counting equipment to have all of the 
benefits of modern handling of its time 
loans. 

One consequence of our assorted 
services to correspondent banks is 
their need for various forms and sta- 
tionery items to permit the most effi- 
cient use of our services. We have the 
blank forms made up by lithographic 
reproduction in our printing depart- 
ment when work is otherwise slack, 
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Write for your copy now 


This free booklet tells how banks and their com- he bank service that oni 
mercial depositors can minimize fraud . . . fraud 
that currently costs depositors 314% of their 
yearly profit... more than the annual saving 
to be realized from office automation introduced 
last year. Read facts, figures, and solutions to 
automation with security—all clearly described 
in eight illustrated pages. Write Cummins now! 





IN BUSINESS AND BANKS @ SINCE 1887 


a On 


CUMMINS-CHICAGO CORPORATION 


4740 North Ravenswood Avenue, Chicago 40, Illinois 
SALES AND SERVICE IN ALL PRINCIPAL CITIES 
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and we provide order blanks to permit 
the banks to requisition these easily. 
Of course we make no charge for these 
supplies. The items offered include en- 
velopes for cash letters; endorsement 
stamps; agricultural, mercantile, and 
individual financial statements; drafts 
drawn on us; rubber stamps of our 
bank’s name and address; _ special 
check report stickers; currency order 
forms; check stickers for our bank; 
appraisal blanks; withheld tax forms; 
and life insurance cash value assign- 
ment forms. The forms that we supply 
have the approval of the examining 
and supervisory authorities. The name 
of the correspondent bank is imprinted 
on the forms, but our bank’s name 
does not appear upon those forms that 
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the other bank uses with its own cus- 
tomers. 

In an early paragraph of this arti- 
cle, it was said that our bank’s ap- 
proach to correspondent banking 
stems from a basic philosophy, which 
in turn stems from the inherent desir- 
ability of correspondent bank ac- 
counts. I have not attempted to draft 
a formal statement of our philosophy 
here, for the simple reason that it has 
proved too difficult to formulate on 
other occasions when I have tried it. 
Rather, we have attempted to define 
our philosophy of correspondent bank- 
ing by telling what we do, and outlin- 
ing the results. 

To summarize these briefly, we do 
our best to be useful to the correspond- 
ent bank in every way within our 
power. We try to provide information 
that will enable the bank to make 
sound decisions and to help its own 
customers to understand the necessity 
for its policies and charges. We do 
what we can to hold down the corre- 
spondent bank’s expenses and main- 
tain its available funds at the highest 
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INDUSTRIAL 


CONTINUED FROM PAGE 39 


vania development authority and the 
department of commerce announces: 
“100 per cent financing for your new 
plant.” The ad then describes new, 
maximum 25-year, 2 per cent interest 
second mortgage loans, available on 
up to 30 per cent of industrial con- 
struction plant costs. 

The P.I.D.A. second mortgage loans, 
this ad continues, “‘closes the financial 
gap” in industrial plant construction 


| costs through 20 per cent subscription 
| by local non-profit, community-spon- 





sored, builder-owner corporations; and 
50 per cent first mortgage loans ob- 
tained from banks, insurance com- 
panies or similar lending institutions. 
Thus, the ad concludes, with the 30 
per cent second mortgage loan of the 
P.I.D.A., total financing is accom- 
plished without any cash investment 
by the manufacturer. 

The ad from the California area 
offers a “variety package of choice in- 
dustrial sites” in Sacramento County. 
It lists 6 different sites that range in 
size from 2 to 170 acres. Two of the 
sites are offered on a “package deal” 
basis, while the others are “for sale, 
lease, or build to suit and lease.” 

Typical of the conditions set forth 
for the basis of negotiations between 
a development corporation and a pros- 
pective manufacturer for the construc- 
tion of a new plant are those outlined 
by Industrial Properties, Inc., a group 
in Wilmington, North Carolina. In 


possible level. We keep in just as close 
contact as possible, both in person and 
by letter, so that the correspondent 
banker not only feels friendly but also 
never feels overlooked or neglected. 
We supplement the smaller bank’s 
services in every feasible way, but we 
never compete with it for its custom- 
ers’ business. 

The results to our own institution 
have proved highly profitable. As al- 
ready pointed out, we are one of the 
thirty largest U.S. banks in volume of 
correspondent bank deposits, which 
means we are in the top very few such 
banks in cities of the same general 
size range as Louisville. We are third 
in the U.S. in percentage of corre- 
spondent bank deposits to total de- 
posits. Our department is a valuable 
feeder for the other revenue-pro- 
ducing departments of our bank. 

This seems to add up to the fact that 
our philosophy is not only sound, but 
also that it is highly effective. We sus- 
pect it might prove equally useful if 
similarly applied in other trade terri- 
tories by other banks. 
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DEVELOPMENT 


general, these conditions are as fol- 
lows: 

1. The proposed plant must be for 
the use of a labor-oriented industry; 
that is, a plant in which the use of 
labor is a high factor so that local 
financial participation is justified on 
the basis of creating new jobs in the 
community. 

2. The building must be of a gen- 
eral-purpose type and have accessible 
utility service. It should be accessible 
to a rail line and to a major highway. 

3. Agreements are entered into with 
the individuals or firms of sound finan- 
cial strength with good credit ratings. 

4. Although the length of the lease 
is a negotiable term, it is desirable 
for the term not to exceed 20 years, 
with a lesser base period being more 
acceptable. 

5. Rental terms are also negotiable. 
However, it is desirable to have the 
annual rentals sufficient to retire the 
principal during the base lease period, 
and to secure a fair return on the 
balance of the capital investment. 

6. Selection of the site, architect, 
determination of the type of construc- 
tion, etc. are items that may be ap- 
proved by mutual agreement between 
the prospective manufacturer and In- 
dustrial Properties, Inc. 

7. The development group will co- 
operate to secure the necessary utili- 
ties, street approaches and other serv- 
ices at a minimum cost. 

The chart on community financing 
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HERRING - HALL- MARVIN “5-STAR CONSTELLATION” 


j e y Y l - A s e 
The straight-line look—characteristic of modern design— 
finds its highest expression in this engineering master- 
piece. Whether the massive door is open or closed, the 
striking beauty of this modern vault entrance will win the 
admiration of every customer. , 


These photos show how all mechanism, inside and out, 


is completely concealed by the shimmering Stainless 
Steel sheathing. 


VAULT ENTRANCE WITH PUSHBUTTON CONTROL 


Functionally, this completely new concept in bank vault en- 
trances is as advanced and dramatic as it is in appearance. 


Pushing a button actuates a mechanism which swings 
the door open or closed over an arc of 180 degrees. 


Two combination locks are selectively operated by a 
single combination dial, protected by plates of newly- 
developed metals to resist attack by carbide-tipped drills 
and the oxy-acetylene torch. 


Doors of all standard thicknesses, from 3%” to 25”, 
are available. The fluted architrave can be in any width 
specified by the architect. 


Full details on request. HerringeHalleMarvin Safe 
Company, Hamilton, Ohio. 


HERRING - HALL - MARVIN SAFE COMPANY, Hamilton, Ohio 
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on page 38 was developed for use in a 
survey book of industrial and com- 
munity development organizations that 
will be published sometime this year 
by the U.S. Department of Commerce. 

The chart gives an insight into the 
financing procedures undertaken in the 
construction of new factory buildings 
by 17 industrial development groups; 
7 in New England, 5 in the Middle At- 
lantic states, 2 in the Midwest, and 3 
in the Southwest. 

Various financial patterns are fol- 
lowed by individual organizations, but 
the cases cited are merely examples 
of what is done in specific instances. 

In 18 of the 23 cases cited, a pros- 
pective tenant was either immediately 
available or already had signed a con- 
tract or lease; in 5 cases no prospect 
was available. 


N all 23 cases a first mortgage was 
required. Banks covered 16 of these 

in amounts ranging from 30 to 80 per 
cent. Insurance companies covered 6 
in amounts ranging from 50 to 85 per 
cent. In one case, the development 
group publicly sold first-mortgage, in- 
terest-bearing debentures. 

Second mortgages were required in 
12 instances. In 8 cases the mortgages 
were covered by interest-bearing de- 
bentures; in 3 cases, State develop- 
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LEE PRODUCTS CO. 
2736 LYNDALE AVE. SO., MINNEAPOLIS 8, MINN. 
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ment credit loans were employed; and 
in 1, the tenant wrote the second mort- 
gage. In 15 cases development groups 
invested some of their own capital. 

Industrial development corporations 
and foundations usually protect their 
investments, fully expecting the money 
to be returned, with interest, so that 
it can be used again. Capital becomes 
a revolving fund, to be used repeatedly 
in helping industry and stimulating 
the local economy. 

The majority of organizations em- 
ploy mortgages when selling anything 
of value. The groups take the first po- 
sition if it covers the entire loan, and 
the second position if an insurance 
company or bank participates. 

Outright cash loans are protected 
by a demand note. Some groups pur- 
chase a block of the prospect’s stock, 
or some of his bonds in order to give 
him the capital he needs. 

Some groups wish to retain owner- 
ship of property furnished a prospect. 
In this event, the corporation protects 
its investment by a binding lease of 
sufficient term to amortize the prop- 
erty. 

Contracts usually provide that the 
prospect will receive help only if he 
hires a minimum number of people, 
or has a certain minimum annual pay- 
roll. A few contracts require a mini- 
mum number of man-days or even 
man-hours of labor each year. To in- 
sure fulfillment of such contracts, or- 
ganizations sometimes require the 
prospect to place on his board of direc- 


velopment group. 

In some cases, if a prospect’s future 
success lies on the shoulders of one 
or two individuals, the development 
corporation might require the firm to 
insure the lives of those individuals in 
favor of the group to the amount of 
the group’s interest. 


number of these methods may even 

be combined. But in every case 

the method or methods are designed 

to enable a prospect to obtain help as 

well as protect the equity of the local 
development group. 

Specific examples of how develop- 
ment groups protect their investments 
were further brought out in a survey 
conducted sometime ago by the United 
States Chamber of Commerce. 

A La Crosse, Wisconsin, foundation, 
for instance, reported that its loans 
are limited to building contracts where 
the La Crosse Industrial Associations 
holds the deed. The Greater Muskegon 
(Michigan) Industrial Foundation 
provides in its contract with the pros- 
pect that periodical business reports 
will be made. 

In Portland, Maine, officers of the 
Council for Industrial Progress can 
take title to machinery and equip- 
ment, if deemed advisable. 


The Grand Rapids, Michigan, Indus- 
trial Corporation maintains a contin- 
ued interest in its applicants by 
requiring monthly reports with month- 
ly repayment and interest. Also, from 
time to time, during the life of loans 
the. secretary of the Association of 
Commerce, who is also secretary 0! 
the city’s industrial corporation, visit: 
the plants of borrowers and confers 
with management. 


CCASIONALLY, the Louisville, 

Kentucky, Industrial Foundation 
takes a mortgage on machinery in ad- 
dition to the mortgage on the building 
of a borrower. The Foundation usually 
does not consider the machinery of too 
great value, but feels such mortgages 
serve to safeguard loans. When invest- 
ing money in local firms for plant ex- 
pansion, the Louisville group takes a 
first mortgage on the whole plant to 
prevent the floating of another loan 
while the Foundation’s loan is still in 
force. This Foundation also estab- 
lishes a direct and active contact with 
local borrowers usually through board 
membership. 

The enlarging scope of industrial 
development corporation activity is 
clearly indicated in a combined report 
issued by the Northeastern Conference 
of Development Credit. Corporations 
for the period ending December 31, 
1956. This group is made up of the 
state chartered corporations of New 
York State and the New England 
States. 

The success of the New England 
credit corporations has been widely 
publicized in the past few years. The 
New York Business Development Cor- 
poration was activated only last year, 
and its portion of the consolidated re- 
port appears for the first time. 

For the period shown, more than 
$1.8 million in loans to 31 companies 
were made by the six reporting devel- 
opment credit corporations in the last 
six months of 1956. 

Total disbursals since the first cor- 
poration was founded in 1950 reached 
$11.5 million, with an additional $5.2 
million in loans already approved, but 
not processed yet. 

In its first six months of operation, 
the New York corporation, to which 
$12.5 million has been pledged by 
member banks and insurance com- 
panies, approved 16 loans totaling 
nearly $51.5 million. 

Membership by states in the North- 
eastern Conference of Development 
Credit Corporations consists of: the 
Credit Corporation of Maine; the New 
Hampshire Business Development Cor- 
poration; Business Development Com- 
pany of Rhode Island; the Connecticut 
Development Credit Corporation; and 
the New York Business Development 
Corporation. 

Loans made separately by the cor- 
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Burroughs 3-Total Tellers Machines 


save more time for bank, teller, customer; 
give all three more protection 


NOTHING LIKE THEM FOR SPEED. Nothing 
like them for complete mechanical receipting, 
validating and dual in-and-out cash control. 
Nothing like them, either, for the convenience of 
extra features such as deposit accumulation and 
miscellaneous listing. 


They’re the Burroughs 3-Total Teller’s Machines, 
in five moderately priced models. Compact, smart 
looking, too. 


At the teller’s window, one simple operation prints 
all transaction data on the deposit receipt (makes 
any number of duplicates). And the customer’s 
on his way. 


Meanwhile, the teller taps a key to repeat the 
identical data on the deposit slip and on the 
locked audit journal. Customer and teller save 
time. Customer’s and bank’s records must agree. 
No chance for illegible or altered figures. Another 
lock permits bank to control cash received. 


July, 1957 


Detail journal makes balancing out at any time a 
simple matter of counting cash. Control lock 
protects teller against unauthorized use of machine. 


For a close-up of the new speed, accuracy and 
protection the Burroughs 3-Total Teller’s Machine 
can bring to your day-to-day banking operations, 
call our nearest branch office. Or write Burroughs 
Corporation, Detroit 32, Michigan. 


* Model with movable carriage lets teller do miscellaneous 

figuring jobs right on the spot without printing on 
locked-in journal. Both models permit miscellaneous 
figuring without disturbing cash figures. 







WHEREVER THERE’S BANKING THERE'S Burroughs 


“Burroughs” —Reg. TM. 








porations in the New England states 
since the founding of the groups 
include: Maine, $14 million; New 
Hampshire, $676,000; Masaschusetts, 
$6.5 million; Rhode Island, $1 million; 
and Connecticut, $683,000. 

Thus far the Vermont Corporation 
has not entered the loan activity, but is 
expected to do so before long. Com- 
munity organizations in Vermont, 
however, as in the other New England 
states, have been very active. A nota- 
ble example is the Greater Burlington 
(Vermont) Industrial Credit Corpora- 
tion, of which William M. Lockwood, 
president of the Howard National 
Bank and Trust Company, and several 
bank directors, have been prime 
movers. 


OW much of a larger role might 

development credit corporations 
play in the future? Keith G. Funston, 
president of the New York Stock Ex- 
change, has estimated that an “incred- 
ible $60 billion” in new equity capital 
will be needed in the next decade to 
meet the growth requirements of ex- 
panding industrial firms. “This sum,” 
Mr. Funston says, “‘is triple the equity 
raised in the past decade.” 

In commenting on Mr. Funston’s 
prediction, the October, 1956 issue 
of Industrial Development magazine 
notes: “It is apparent, therefore, that 
most firms are going to have to make 
a careful study of available sources of 
funds. In addition to normal sources, 
such as banks and insurance com- 
panies, they may find it necessary to 
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familiarize themselves with the assist- 
ance available from local industrial 
development corporations, state devel- 
opment corporations, and _ other 
sources.” 


HE same issue of Industrial Devel- 

opment magazine points out to its 
industrial-firm readers that if they are 
giving consideration to possible loca- 
tions over a wide area of the country, 
they will inevitably run into the ques- 
tion of subsidies in the form of tax 
concessions, low cost plants, or free 
sites. The magazine goes on to say 
that the greatest attention in recent 
years has been given to the Balance 
Agriculture with Industry Program in 
Mississippi. Through this plan, gov- 
ernmental units have financed $130 
million in industrial plants since 1938. 

A current ad being run by the Mis- 
sissippi Agriculture and Industrial 
Board, is illustrated on page 39. The 
ad carries the heading, “Cooperation 
at the State Level will help plan and 
build your new plant in Mississippi.” 
The ad states that under its famed 
B.A.W.I. program, the state can 
finance a new plant in a community 
of the prospect’s own choosing and 
grant him tax exemptions of five to ten 
years. 

The full significance of the role that 
industrial development now plays in 
our economy was demonstrated last 
May, when several thousand persons 
attended the National Industrial De- 


e 


velopment Exposition in New Yor 
City’s famous new $35 million Col - 
seum. The theme for the exposition 
was “Industry Explores America.” 

A poll of the invitees taken prior to 
the exposition, which included indu:- 
trial development personnel from state 
and municipal organizations, banks, 
railroads and utilities, indicated that 
more than half of them would be most 
interested in the seminar discussions 
that would deal: with industrial deve'- 
opment financing methods and busi- 
ness expansion trends. 

Oscar Monrad, vice-president and 
industrial development specialist of 
the First National Bank and Trust 
Company of Oklahoma City, Okla- 
homa, was the only banking officer 
on the advisory committee of the Na- 
tional Industrial Development Expo- 
sition. 


N commenting on the event before 

it was held, Mr. Monrad said: “‘The 
Exposition will add a new dimension 
to the field of industrial develop- 
ment and to our expanding national 
economy. The progressive banker will 
find that through participation in the 
Exposition he may discover a new 
way to enrich the economic soil of his 
banking area by exploiting 'the virtues 
of his area to new industry, new 
clients, and new friends. Also it will 
present to him a media for demon- 
strating his bank’s civic interest and 
community participation.” 
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INSTALMENT CREDIT 


CONTINUED FROM PAGE 46 
able instalment paper in the area have 


| been successful. We now will finance 


any durable goods from heaters to 
hearing aids on a time payment basis. 
By handling all dealer paper and 


| abiding by our responsibility to meet 
_ all of the financial needs of our area, 


| 


we have established strong bonds be- 
tween merchants and consumers alike. 
So important do we believe instalment 
credit is to the life of the community 
that we reduce other loan volumes 
when it appears we are loaned-up in 
the instalment loan phase of our oper- 
ations. 

Hesitation on the part of many 
country bankers in the past to accept 
financing plans under the FHA, the 
GI Bill and all instalment credit in 
general is, I believe, just another ex- 
ample of their hesitancy to adjust to 
the principles of modern banking, 
principles that country bankers must 
meet to remain competitive and to be- 
come real servants to the communities 
in which they are located. 

As to the future of instalment lend- 


ing, I am particularly optimistic. The 
great demands for durable consumer 
goods created by manufacturers 
through the various advertising me- 
diums have set a mass market in oper- 
ation. Over 30 years of instalment 
financing experience has familiarized 
the public with the advantages of 
budget buying. New products gaining 
in popularity, such as pleasure boats 
and airplanes, only promise to make 
this market even larger in the future. 
Country banks can profit from the ex- 
perience of others in this field and 
gain a great deal of business that is 
available with a little careful effort. 
We are convinced of the high value 
of instalment lending. Past history 
has proved conclusively that instal- 
ment payments are as sound as utility 
payments. People seem best able to 
have the things they so desire through 
a realistically conceived budget pay- 
ment plan. There is no reason to doubt 
that ever-increasing populations earn- 
ing higher salaries and wages will con- 
tinue to avail themselves of the many 
benefits of instalment financing. 


Burroughs Clearing House 
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Send the name of your 
maintenance supervisor 
for your free copy of 
Modern Entrance 
Maintenance! 























comfort-conditioned air 
always stays in the “profit zone”’ 


ALL FLOOR SPACE behind “always open — 
always closed” revolving doors is kept uniformly 
clean and comfortable, can be made profitably 
usable right up to the entrance proper. These 
doors alone are permanently balanced against 
wind and drafts, providing a constant barrier 
against outside weather. This same unique de- 
sign principle prevents the escape of conditioned 
inside air while promoting the safe and orderly 
flow of even heaviest two-way traffic. 

Failure of cooling systems, so frequently 
caused by overloading, is held to an absolute 
minimum by these most modern of entrances. 


1339 Edgar Street ° 


Revolving Door Entrance Division 


INTERNATIONAL STEEL COMPANY 


Evansville 7, Indiana 


Where installation is included in original build- 
ing plans, cooling equipment of less capacity can 
be specified safely . . . with sizable savings on 
both the initial cost and on actual operating 
expense. 

And no entrance creates a more favorable first 
impression than does an International Revolving 
Door — smartly framed in ever-new stainless 
steel and providing a maximum of visibility 
through glass of crystal clarity. 

If you have entrance problems which cost you 
money — you are already paying for revolving 
doors. Write for proof, now. 


SEE OUR CATALOG 


IN SWEET'S 

RCHITECTURAL 
FILE—— 

\_ Sie 


OR WRITE FOR COPY 





man-on-the-spet. 


WHETHER IT’S in Rome or Osaka—Paris or > 
Singapore — business transacted in person is > ' 
usually transacted best. un Rome - 
Bank of America’s International Department, ~ 
through a world-wide network of branch offices, 
traveling representatives, and correspondents, can 


ce 
offer you this important advantage — wherever ‘AD is { KV > 
you do business. 4 ait ug MteTiCc a 


If you need a man-on-the-spot, why not see NATIONAL ghVines ASSOCIATION 


. M RA P 
us about it? MEMBER FEDE L DEPOSIT INSURANCE CORPORATION 


San Francisco 20 ¢ Los Angeles 54 
Bank of America (International)—New York City 5 


OVERSEAS BRANCHES: London @ Manila @© Tokyo © Yokohama ® Kobe ® Osaka ® Bangkok © Guam REPRESENTATIVE OFFICES: 


New York @ Mexico City © Milan © Zurich 
Paris © New Delhi © Havana ® Rio de Janeiro ® Beirut 


BANK of AMERICA—International: (a wholly owned subsidiary) New York ® Duesseldorf © Singapore ® Paris © Beirut 








